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The Public Begins # Doubt 


And Sale Advertising, Therefore, May Not Be 
So Effective in the Future 


about your store? Well, here is what they 

said about some store—maybe it’s yours. It 
was at a dinner party. When the men and women 
left the table the men went out onto the veranda to 
smoke and gas and lie about golf and fish and business. 
The women huddled, as they most always do, and started 
the anvil chorus. After panning most everything and 
everybody, they turned to that age-old topic—women’s 
clothes. 

One of the catty ones, desiring to do a little clawing, 
said: 

“Oh, Cora, you have a pretty pair of new shoes. Did 
you get them at a sale?” 

Cora, wise and claw-proof, 
replied: 

“Oh, no; I had to pay regu- 
lar prices for them. Much as 
I would like to I have never 
in my life been able to buy a 
pair of shoes at reduced 
prices. I go to all the sales 
and hunt and hunt. I read 
the ads and get my hopes all 
keened up. But it is always 
the same—nothing to fit me. 
And my feet are just plain, 
every-day feet, nothing unus- 
ual about them, and my chi- 
ropodist says that they are 
normal. But the shoe stores 
cannot, or will not, find one 
pair out of the thousands they 
advertise to fit me.” 

One by one the assembled 
ladies testified to their own 
experiences. It sounded like 
a meeting of a grievance com- 


W etout you like to know what “they” are saying 


Perhaps they don’t believe it? 


mittee. Every one of the wives told practically the 
same story. 

.One of the men (the author of this) sat near an open 
window and overheard the conversation of the ladies, 
and thought he would try it on the men and see what 
they would have to say. “Say, have any of you fellows 
ever bought shoes at a sale?” 

Only one of them said he had, but added that he had 
a great pal in one of the shoe stores. Others of the 
men pronounced sales as “Bunk.” One chap said: “I 
have quit trying. I always got a misfit or was ashamed 
of the shoes when I got them home.” 

The last of the group to express himself gave this 
view of sales: 

“Now, it would seem that 
business people, such as shoe 
stores, would learn after a 
while that men especially tire 
of all this hubbub about 
sales. We read of hundreds 
of pairs of fine, stylish, won- 
derful shoes being closed out 
at greatly reduced prices. 
We go to the stores with the 
hope. of getting something 
worth while at prices lower 
than we have been paying or- 
dinarily. What do we find? 
Our size is always missing, 
or the width we need has just 
been sold. The clerk puts on 
our feet regular shoes at 
regular prices, and we are too 
proud to forbid it. We pay the 
prices asked ard they make us 
like it. I wish they would 
quit raising false hopes in my 
breast.” 











28 BOOT AND SHOE RECORDER 








Can Design 
Be Copyrighted 


the full return from the products « 
his brain and genius. However, 


in America. 





oA Luxur Vy Ex, a 


JPONSORED dy PARIS 


(Recorder headquarters, Paris, dispatched by Madame 
Hamilton Jefferies, Fashion Editor). 


ship in Paris last week when French creators of 

fashions extended a welcome to the Garment Re- 
tailers of America. The convention, now being held, 
emphasizes the tremendous importance of an interna- 
tional accord on apparel and colors, if the world is to 
be made more happily style-conscious. 

During this convention, in which the French govern- 
ment, French fashion houses, artists and designers 
have overwhelmed the American delegates with their 
hospitality, there have been seventeen lunches, dinners, 
and receptions; and twelve solid mornings and after- 
noons of fashion work, visitations, lectures and studies 
of fashion, so that the American delegation has been 
thoroughly saturated with fashion at its source. 

All the important dress houses have held openings, the 
exposition of fashions was continued for an additional 
week for further study, and all in all, in formal and 
informal ways the French have made the convention a 


Posto in hands and minds met in friendly comrad- 


delight. The elaborate program of social entertain- 
ments, the trips to manufacturing centers and pleasure 
resorts, and the intercourse of people on the common 
ground of fashion, have been beneficial to the better- 
ment of dress the world over. 

Of primary importance to the shoe trade in programs 
and conferences in Paris is the immediate application 
of one great division of fashion interest—evening attire 
and its proper footwear. The age of elegance is here. 
Paris pictures in evening wear such splendor as has 
never before been known in the entire history of dress. 
Here are the important highlights that have a bearing 
on shoes: 


HEER fabrics and flowing skirts, in all the colors 

and materials of luxury, will positively be in voyue 
next fall and winter in America. It will necessitate the 
most luxurious footwear for evening wear. The best 
expression I can possibly employ in characterizing the 
style movement is that it is one of individualized 
luxury. There is no call for any one particular style. 
design or color. They all have a place, if luxurious. 
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The convention of the Garment Re- 
tailers of America, Inc., in Paris, 
the past two weeks, has resulted in 
a better appreciation on the part oj 
American stylists of the place and 
purpose of French creation in thé 
arts of color and dress. The neu 
French law protecting the ownershi) 
of design was studied, and the Amevi- 
can committee subscribed to th: 
theory that every man is entitled to 


is doubtful whether a design-copy- 
right in France will have any fore: 
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I have seen at the openings, and have learned of model 
purchases for American shipment, of gorgeous metal 
cloths, sheet velvets, soft draperies and net over drapes 
in all of the colors of the rainbow. For contrast, taffeta, 
in black, with black lace chiffon. To offset the black, 
the brightest new note is the metal shoulder straps, the 
dress being caught in front and back, over the shoulders, 
with these metal spans set in rhinestones and colors. 


HIS will be a season of rich evening coats of velvets 

and chinchilla, the richest of furs. A new use of 
embroidery is also a strong development. Footwear is 
cut out and of the sandal order. T straps are very 
popular, if ornamented. 

I have noticed blue and red stones, as well as crystals 
on the most beautiful evening shoes. Buckles, new orna- 
mental heels, Mother of pearl, large brilliants—every- 
thing in footwear for flash and sparkle. 

The basic outiine of women’s dresses is new. Over 
here in Paris it is called the peacock silhouette. Frocks 
and dresses with hip tuckings necessitate soft materials 
and colors. If this silhouette goes through into Ameri- 
can use the front strap will be good, as well as the 
scalloped and dipped side. 

I find that printed velvet is very strong for afternoon 
wear. The French favor the jewelled heel, but that is 
problematic in America. Maybe we will see less design 
in foreparts, and more in the quarters. Brocades and 
sequines are popular, and across the foot are heavy 
and rich chainings in colors. I found one of the most 
popular high class styles in a black satin evening slip- 
per with small octagonal mirror effects as a throat 
trimming. 

Some of the smartest creations 
in footwear of French design are 
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lace, and have been for generations. 

There are many designers of shoes who have con- 
tributed of their time and talent to the education of 
the delegates attending this convention. I have noticed 
many of their products in the evening range of foot- 
wear. Shoes with braided edges, decorations in stencil, 
and one novel thing was a sealing wax treatment in 
colors. The pump is given as prominent a place as the 
one strap. 

Many of the evening slippers are showing Chanel 
crystals, or large red and blue stones in three-fold 
clusters. Mocha bisque and mode beige are to be seen 
piped with over-braids of red. 

The new color in Paris in termed “Pewter Gray,” to 
be worn with pastel tinted dresses. It is very smart 
for the little slim woman. It may mean the beginning 
of an interest in gray for the spring of 1929. This is 
sure—society will protect itself. When the classes 
understand completely how to match and blend their 
costumes in the same ensemble, then expect society to 
do something different. 


F combinations of colors are the next move of 

fashionable women toward distinction, look for con- 
trasts, and particularly so in shoes and hosiery. The 
continued run of nude hose for so many years has been 
phenomenal. All legs look alike in color. Look for a 
change in high fashion selection. 

Distinctive colors are the smartest selections of Paris, 
such as deep green, rust and rust tones, all the way to 
clear red. An interest in deep browns has brought in 
mode beige and also mocha bisque hosiery. 

A voyage such as I have made is intensely interest- 

ing for the sidelights that it gives 
on dress and color. The art ex- 








the evening slippers that are 
skeletonized—practically no coun- 


hibition of the trades was held at 
Elysees Theater. This exposition 





ter line—the foot being revealed 
all over, except for strappings of 
kid. The smartest ones shown 
had brilliants, or red topazes on 
the straps. Silk basket weave 
cloths with kid trimmings are to 
be found in evening footwear. 
Brilliant colored shoes in green, 
red, blue and copper are very 
smart. One little indication as to 
why an elaborate season is ahead 
is the fact that tailored under- 
wear is going out of fashion, and 
that yards of hand-made, or imi- 
tation, lace are to be used in these 
undergarments. The _ elaborate- 
ness of lere is a natural French 
development, because the French 
girls are gifted in the making of 





Paris Highlights 


In the coming evening shoe sea- 
son in America perhaps Paris 
gives a new keynote—individual- 
ized luxury. The world of fashion 
in Paris looks for a very big green 
season; in fact, it comes first. 
Blues and cocoas take the next 
position. Patou is showing a new 
blue. What we might describe as 
a lake blue is a sort of a soft, 

crayon finish. 


The brilliant reds have been 
brought to Paris by Americans, 
and are not “so hot” over here. 
Cocoa browns for daytime wear 
are being featured, and the newest 

shade here is that of prune. 


covered apparel, complete in all of 
its moods and modes. During the 
week we have had speeches by 
world-famous fashion celebrities, 
mayors, ambassadors and diplo- 
mats. Business in France has the 
ear of the government. To bring 
about an exchange of trade be- 
tween France and America seems 
to be in the hearts of all. Am- 
bassador Herrick gave a dinner to 
the delegates and America tried 
its best to rival France in the 
gorgeous display of clothes. 

If fashion is to be international, 
there is a place for an inter- 
national meeting of shoe stylists 
in Paris some day soon. 
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By Using Material Which Any Printer Can Get, Big 


City Advertisements Can Be Rivalled by Those 
of Merchants in Smaller Places 


business produced has always been a source of 

concern to the merchant in the small town. It 
takes time to produce the art work in an elaborate ad- 
vertisement. And the time element is another factor 
which has deterred the merchant from using the most 
effective type of advertisement. Costs and results seem 
entirely unrelated. 

Between the cost of and the time necessary for pro- 
duction of advertisements, the merchant has _ been 
gradually forced to lay aside most of his ideas with re- 
gard to what will sell shoes. The small town merchant 
has had to stand by and see the beautiful, imaginative 
advertising of out of town operators come right into his 
precinct and literally charm his logical customers into 
buying. He has seen each year a steady improvement 


: HE relation between advertising’s cost and the 
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in the layout of most all advertising but his own. Is it 
any wonder that the small town man dismisses adver- 
tising in its modern conception with a despairing wave 
of the hand? 


Yet it is surprising how the style tendency in adver- 
tising is turning toward the use of all type ads. The 
newness wears off quickly in the splashing decorations 
that have been used recently. The public gets its “fill’’ 
and a little simplicity is refreshing. 

That is the small store’s opportunity. A shoe needs 
some protection from the masses of reading matter in a 
newspaper. The eye of the reader must find a comfort- 
able resting place in an advertisement. The story of the 
merchandise must invite reading. That is about all that 
a merchant need concern himself with in making his 
advertising profitable. 

As the advertisement layouts on these pages are seen, 
is there any lack of quality appeal? Is it hard to start 
reading the descriptions of the shoes? Do they not lend 
themselves well to the display of prices? Is there any- 
thing about these advertisements which anyone may not 
find possible to use in his own ads? 

Any merchant anywhere may take these advertise- 
ment layouts for his “pattern” on which to lay tomor- 
row’s ad. With borders and ornaments it is possible to 













The Fall Step Quickens 
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Nothing bur lype — 


make circles, squares, boxes and rectangular forms. An 
advertisement made from printer’s rules need not look 
“set.” Consider the freedom of the ads shown here. 
The type itself can be made to put “color” and “life” 
into an advertisement. The size of the type used and 
the amount of space it covers gives one a chance to 
work greys and blacks into the space used. The type 
can be used in pyramid fashion, either upright or in- 
verted; it can be set in small blocks and placed about in 
the ad just as an illustration would be. 

In the advertisement with the caption, “Shoes,” you 
have the inverted pyramid type setup which, in addi- 
tion to telling the story of the shoe, draws the eye down 
to the shoe. The copy for this showing might be as 
follows: “The fall wardrobe is on your mind. Hats, 
gloves, gowns are all crowding in on you for attention. 
But your shoes, whether they are these modish pumps 
or not, must have more style. They must make your 
foot look shapely and keep shapely. Some folks spend 
more on shoes than on anything else. It makes all the 
difference in the world, they say. Buy nice SHOES.” 
Here the shoe is given emphasis, both in the copy and 
in the illustration. The pattern of the shoe is seen 
in the cut and the reader is asked to use her good 
judgment in the selection of shoes. There isn’t any- 
thing sensational about either the copy or the layout, 
yet it may easily be one of the strongest ads which will 
appear in a paper. 

The advertisement layout with heading, “The Fall 
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Step Quickens,” allows a little more of the imaginative 
kind of copy. For this one, the following, “The Fall 
styles; full of snap and beautiful of finish will make 
you ‘quicken your step.’ This is a season of individual- 
ists. The trim on a shoe matches in smartness the 
drape, the bodice, the scarf—the colors in gowns make 
entirely new demands upon shoes. One cannot point to 
a single shoe as the style, so quicken your step toward 
this shop before the best patterns are taken.” 

The advertisement entitled, “When Fall Arrives— 
Shoes Change,” allows for a simile in the copy such as 
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this, “When the hills become spotted with gold Sum- 
mer’s shoes begin to feel as out of date as the old but- 
ton boots with scalloped edges. 

“The old things don’t seem the same. They’re not. 
You need a change. Think of the style pictured. Think 
of a hundred more. Then think of what you will wear 
for a gown—and watch how closely our shoes hit the 
fashion notes you are taking.” 

The advertisement with the caption “Fall” is an- 
other gem of simplicity. Why not use some copy like 
this just to make folk feel that you have been thinking 
of them when in the market place buying your new 
styles, “Unless the best designers in the world of fashion 
have made the mistake of their lives you are going to 
get some pleasant surprises here. 

“Everything is being done for effect this fall. But 
you are warned not to overdo it. The style-sensitive 


[TURN TO PAGE 37, PLEASE] 
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Getting More Shoes Sold Right 


Testing Styles 


HIS is the time for check and double check on 

styles and fitting values. One great merchan- 
dising institution in New York tests every style 
three ways—first, from the records of previous in- 
terest in the last, leather or pattern, and the sales 
experience thereon; second, from the buyer’s judg- 
ment of the trend of fashion and the fit of the last 
and pattern; and, third, and most important, from 
direct feminine opinion. 

Six women, either customers or in the immediate 
family of the store’s people, express their opinion 
on the fashion, the color, the appearance, and if 
possible, the fit of the shoes. The great success 
of this store has been due, in large measure, to the 
“click” of the final customer acceptance, as tested 
by these women who look at the shoe from a femi- 
nine viewpoint. 

There are many factories that make it a point 
to test out each new shoe in a 4B size, with a 
dozen or more people at the plant. One manu- 
facturer goes to the extent of having seven trial 
shoes, all in different sizes, as a cross-section test 
of the fitting value of the shoe and the appearance 
of the pattern from 2% to 8. A second set of 
seven shoes are made up and go to representative 
women typical of the wearers of that grade and 
character of shoe. The laboratory work before the 
shoe is presented for sale catches most of the er- 
rors. . 
Any shoe store, anywhere, should make it a 
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point to get the opinions of women within the im- 
mediate family on new shoes. 

This New York store, for example, studies every 
shoe on the basis of its fashion and utility value. 
If the shoe is seventy-five per cent fashion value 
and twenty-five per cent utility value, then the 
buyer must get one store opinion and _ three 
women’s opinions, all in writing, before the large 
re-order is made. If the shoe is of a corrective 
type, seventy-five per cent utility and twenty-five 
per cent style, then three opinions from the practi- 
cal and technical shoe man balance the one opinion 
representing the public. 

The cross-check and salability test applied to 
shoes should prove of great value. If similar tests 
on colors and materials are made by department 
stores, why not scientific checking of lasts, pat- 
terns and colors by the public? This is an age of 
research for the man who knows profits. The old 
order of things, “by guess” and “by gosh” with a 
liberal sprinkling of “hunch,” develops too many 
shoes whose profits are on the bargain table. 

There must be a reason for the shoe and its 
place in the store. Why not test every possible 
helpful channel that okays your selection? The 
test of its salability is its final use. If the shoe 
finds pleasure in the eye of a few women who test 
the first pairs, then it has sufficient salability 
reason for re-order and for emphasis in the win- 
dow, in the advertising, and on the fitting floor. 


Show Quality First—Always 


E had a fondness for good quality under- 

wear. So when he saw his haberdasher’s ad- 
vertisement, announcing a sale, which included 
regular $5 underwear for $3.69, he was interested. 
Into the store he went. 

“Hello, John,” said he, “how about some of that 
underwear ?” 

“Sure enough—tright over here,” said the haber- 
dasher. 

Out from the cases came several garments. 

“Here’s one for 79 cents. This one is 99 cents. 
This is a corker at $1.49.” No comment from the 
consumer. ° 

“T don’t suppose,” said the proprietor with a bit 
of timidity, “that I could interest you in some real 
good underwear, could I?” 

“You big chump,” said the consumer. ‘That’s 
what I came in for, and in addition to insulting 
me three times by showing me that price stuff, you 
don’t even reach for that good stuff while you're 
talking about it. And the way you ask about it 
makes me feel that you were asking me to siyn a 
note instead of trying to sell me something. Yes. 
you COULD interest me, but apparently I’!! have 
to interest myself. Gimme four sets!” 

No salesman has any right to assume that any 
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customer is a “price buyer.” Show your best first. 
The customer will bring you down without hesita- 
tion. But if you sell out yourself as a cheap sales- 
man by sta~ting on the cheap end, you may be in- 
sulting the customer as well as belittling your- 
self. Show your quality education and your qual- 


_ ity merchandise first. 


Sidewalks for Shoes 


UILD more sidewalks for shoes. That’s a 
B pretty good slogan for any community. Mil- 
lions have been spent, and more are to be spent, for 
roads for automobiles. Give the pavement pound- 
ers a show. Build more sidewalks, better side- 
walks and safer sidewalks. 

Business in shoes increases as sidewalks are 
improved. When sidewalks were of dirt, or cin- 
ders, shoes were heavy and ugly. When brick side- 
walks were built, people began to walk with more 
ease, and to wear better shoes. After the smooth 
concrete sidewalks were constructed, the pavement 
pounding multitude put on even better shoes. 

Never mind about the moving sidewalks, nor the 
rubber paved sidewalks. Build more sidewalks of 
the familiar kind. Widen them, to accommodate 
the millions of shoppers, or build them up along 
the second story. Provide the pavement pounders 
with a chance to do their shopping with ease and 
safety. 


Sidewalks are the ; 








tion. Build them from 
city to town, and from 
town to village, and 
then out. into the rural 
regions. Everybody 
needs to walk. It is al- 
most dangerous to walk 
along suburban roads. 
Give people a chance to 
walk with more ease 
and safety. Then they 
will buy better shoes 
and more of them. 


Flood of Cheap 
Shoes 


HEAP shoes are 

being dumped into 
the markets in flood 
volume. Cellar shops 
are loaded to t he ceil- 
ings with low - grade 
merchandise. Second- 
story stores are chock 
full of second - grade 











right.” 


The Reason Why 


BORLAUG & BENSON SHOE STORE, 
Bemidji, Minn. 

We are a new concern. We have been in business 
one week today. We just received our check book. 
The first check is going for one year’s subscription 
to the Boot anp SHOE RECORDER. 

Yours respectfully, 
(Signed) 
* 8 & 

It’s a safe bet that Borlaug & Benson will make 
a success of their new store. 

Many, many merchants write us that they con- 
sider the Recorver has been of material help to 
them in their progress and success. 

The Recorper slogan is “getting more shoes sold 


If you can do that, your success is certain. 


Sock OTE. 
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shoes and some of them with third-grade shoes. 
The bargain counters are buckling under their 
loads of inferior merchandise. 

It may not be safe to say that there are more 
cheap shoes in the markets than ever before, for in 
times gone by there were occasional overloads of 
shoes that were not worth the making, the selling 
or the wearing. 

But it is safe to say that there are more cheap 
shoes in the markets than there ought to be. Stand- 
ards of living are higher. Taste in dress is better. 
Ideals of footwear are more lofty. The times de- 
mand better footwear. Cheap footwear looks 
cheaper than ever. 

This isn’t talking against the merchant who is 
handling low-price lines that are well worth the 
value. It is attacking the shoes that are robbed 
of quality so that they are cheaper than cheap, or 
the kinds that should be stamped “these ought not 
to be worn.” 

It seems at times as if the shoe trade were ob- 
sessed with a notion that it must make shoes as 
cheap as can be. It may be that there is some- 
thing in the tradition that shoes are to be tramped 
on, and so should be tramped down in price. If 
there is, the trade ought to get over it. Shoes to- 
day are to look upon as well as to walk upon. Put 
up the barriers against the flood of cheapness. 
Make better footwear. Sell better footwear. Talk 
about footwear that adds to the joy of living and 
the length of life. 


Shipboard Shoes 


E have at last 

found one place 
where men can be 
truthfully said to show 
better style taste than 
women. Take a trip on 
any ocean liner and 
we'll prove it. 

This summer several 
hundred thousand peo- 
Herbert J. Benson. ple have taken. long 
ocean voyages. Invari- 
ably the men have been 
dressed in flannels and 
suitings appropriate for 
ocean travel. The shoes 
have a white base with 
or without trimmings. 

On that same vessel 
women will dress three 
or four times a day in 
a variety of colors and 
materials, insofar as 
frocks are concerned, 
but continue to wear 
the same shoe. 


We can use it. 





President 
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A SLICE OF 


IF FOR ALL 


By RICHARD L. PRATHER 


T the California Retailers’ Con- 
Astin one of the open forum 
discussions was on the topic: “Is 
it good policy to allow employees to have small invest- 
ments in the business?” T. R. Van Degrift led the dis- 
cussion and brought out some excellent points. 
His talk indicated that he had given much thought 
to the subject and made considerable investigation 


among business men. He submitted facts from his 
investigations that were highly interesting. Some 
of the high lights of Mr. Van Degrift’s talk are briefed 
as follows: It is becoming more and more difficult to 
obtain good retail salesmen in shoes because of other 
lines of business recruiting. It is better to encourage 
a good salesman to remain with the store and offer 
him inducement to do so, rather than to have him at- 
tempt a business venture of his own. 

Profit sharing is one method of retaining good men. 
Another is stock ownership. But neither plan can be 
substituted for an adequate wage payment pdan. Addi- 
tional remuneration -in profit sharing or stock owner- 
ship must be in addition to fair wages, and not in lieu 
of the-same. An automobile concern adopted a 50-50 
profit sharing plan, and just a week before distribution 
was to be made a strike was barely averted, and later 
was actually had, with a demand for a 25 per cent. wage 
increase. 

Profit sharing is not new. It has been known for 

-more than 30 years. Many of the largest concerns use 
the plan.in one way or another, For example, General 


Should Salesmen Be 


Business ‘Partners ? 


Motors, Ford, American Tel. & Tel. 
Swift, Nash Tailoring, Ivory Soap 
Kodak, and others of like size. Others 
have tried it, but failed to make it work. Many em- 
ployees regard profit sharing with suspicion. De- 
partment of Labor found in a number of cases where 
profit sharing had been abandoned that— 

Eight concerns found it did not satisfy men. 

Five concerns had strikes. 

Five concerns’ men preferred increase in pay. 

Four concerns found it failed to increase efficiency. 

Two concerns found it benefitted undeserving men. 

And so on. 

A plan of permitting tried and worthy men to have 
investments in a business is a good thing. It must be 
above board and frankness must prevail. A merchant 
must be willing to give more than he takes in this. 
Not all employees should be allowed to have part own- 
ership at first. Joint ownership through partnership 
is unwise. A bad partner may wreck a business. It 
is best to form a corporation and sell stock to worthy 
salespeople. A gift of stock at first will not be ajpre- 
ciated. It is better to have absolute confidence than 
a gift with strings to it, and a gift of stock ‘0 an 
employee must have just that. Stock might be sold at 
a price lower than market value, however, and small 
weekly payments will help the matter. It is ‘ound 
that very few retail shoe firms have any sort of stock 
ownership for employees. 

The idea -is so new that we have practically no com- 


[TURN TO PAGE 37, PLEASE] 
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Hi Balcony Solved se 
Price Problem 


The Dayton Company of Minneapolis Expanded Its Market 
by Selling One Grade on the Main Floor 


and Another in the Balcony 


HE Dayton Company of Minneapolis is a tremen- 

/ dous department store with its shoe departments 

managed by N. S. Nicholson. This man Nichol- 
son decided there was a great volume of shoe business 
in the $6.50 field which his store was not getting. How 
to attract this trade and hold it is narrated by Nichol- 
son, who reflects the essence of energy and efficiency. 

“Two years ago we established the Balcony Shoe 
Shop,” he said. “We placed it immediately above the 
first floor shoe department, where our $10 and up 
grades are merchandised. 

“We realized there was a great volume of $6.50 busi- 
ness which we were unable to attract in our high-grade 
department. We knew this business was going to chain 
stores, Who were making a play for the ‘chicken trade.’ 
In order to compete with this situation it was necessary 
to out-smart the chain store, in quality and service, 
and remain within the price range of this competition. 

“On this basis we developed this $6.50 department, 
which has been an overwhelming success with the 
volume far beyond our expectation. 

“Each department is operated exclusively and no at- 
tempt is made to coordinate the atmosphere of the 
units. We like to feel that this business was built on 
quality and service. For our shoes small factories were 
selected with whom 
we could work and 
from the very be- 
ginning they were 
smart and had an 
air of distinction to 
them. 

“In addition, this 
department had the 
prestige of a huge 
organization back of 
it, and this idea of 
established good will 
helped a lot. 

“Great effort is 
made to have differ- 
ent type shoes than 
‘hown in the aver- 
age $6 store. We 
believe that the girl 
today wants shoes 
that have distinctive 
lines of grace and 





An effective window display of The Dayton Company 


beauty, but she also wants shoes that hold their shape. 

“A majority of our shoes sold in this department are 
round toe, high heel types, with a clever style appeal. 
Minneapolis has within a radius of 30 miles a minimum 
of 15,000 college students and many of these girls want 
style shoes but their allowance permits only $6.50 shoes. 
We receive an amazing amount of this business. 

“To us this department has been a remarkable experi- 
ment. You can best understand this statement when 
I tell you in the two year period we have used only one 
window in promoting this department. Rarely do we 
resort to advertising, but attribute our growth almost 
solely to the values offered. Never since the depart- 
ment has been established have we failed to show a 
gain. 

“We offer all types of merchandise at popular prices. 


66 HE question which every shoe man asks is what 

effect has this department on the better grade 
shoes. We can best answer that with figures, which show 
that since we established the popular price department 
we have shown the greatest gains ever recorded in the 
high-grade department. Last year was the biggest 
and we showed a 35 per cent increase in both units. 
The one price idea is very satisfactory in that cus- 
tomers approach 
their shoe purchases 
knowing exactly 
what they are going 
to pay. 

“We have regu- 
larly eight salesmen 
on the floor and 
twenty on Saturday. 
There are twenty- 
eight seats in the de- 
partment. It is dif- 
ficult to explain the 
rapid growth of this 
balcony shoe shop, 
but we do know that 
it has accomplished 
everything we an- 
ticipated for it. It 
brought. into our 
store the $6.50 shoe 
trade, which we did 
not have before.” 
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ment in a pair of shoes, there is bound to be some 








Copper brown suede, plantation brown kid - 
trim, and snake 








terials in high style shoes. There are lots more of them. 





Plum suede, copper luster kid strap, reddish 
brown lizard 
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Coming Footwear Mode to 
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FACTOR of con- delay before the style ins 
A siderable concern sweeps into that field. me 
is the division that The acceptance of these ty] 

is being made between richer brown colors in in 
high style shoes and those high grade footwear has say 

for popular volume dis- been very pleasing to at 
tribution. Proof of this those operators who cater she 
statement that there is to the higher priced trade. spe 
one path of color for high There is a definite trend | 
style shoes and another for more color in fall and visi 
different path for low winter footwear. It is pol 
style, is seen in the fact expected in the high style val 
that, in high grade shoes field that by mid-winter of | 
today the deeper browns, the dark, rich colors will lar 
plum and rich cocoa be nationally worn. of : 
shades, are almost ex- Some of the smart, cus- size 
clusively in demand in . tom shoes have been de- ord: 
Weather, in its tannage, Patent leather, beige brown heel la i one 
develops a new problem and collar, copper brown lizard combinations of black and twe 
when high style selection green, black and _ blue, A 
is for one color, and 70 per cent of leather tanned in black and red, with a companion color to balance some of t 
the same vat finds no market in the lower grades. note of color in the dress. If this tendency develops it avo 
When popular-priced shoes and the lower range of _ will make the style season more difficult, but also niore typ 
values express no interest in these deep colors, then profitable, because these shoes are greater risks at and 
there is indeed a problem of leather price. retail. The very dark blue continues to be the one dis- ders 
Women who have the money to buy complete new out-__tinctive color for fall wear. The interest in navy blue the 
fits at the opening of a season have been buying deep as a color in women’s dress is national. tise! 
brown ensembles, which have a shoe interest in the The new fabric colors having a plum, reddish brown ply 
copper and cocoa shades. The weight of brown in this and copper base, indicate the acceptance of shoes in that 
new color makes impossible the wearing of other dress_ these colors. This new development of more colorful sho\ 
schemes so that a.complete change of costume is necessi- footwear for winter wear is the most significant note size! 
tated. In the low and popular-priced fields, where it in fashion today. avel 
is necessary for a girl if she wants to wear the new The three shoes shown on this page indicate the pos- be ¢ 
browns, to buy a new outfit-complete before the invest- sibilities inherent in combinations of colors and ma- a 
eac 
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Alluring Ads with Nothing but Type 
(Concluded from page 31) 


woman finds a nice pattern here easily. Every style is 
sponsored by the best authorities. It makes shopping 
here a positive pleasure, every shoe seems so adapted 
to wear with prevailing fashions.” 

The foregoing copy and the layouts pictured on these 
pages are ready for immediate use. It doesn’t require 
a moment’s planning to adapt them successfully to any 
requirement. There are a few simple rules to observe 
in the planning of an all-type advertisement that ought 
to be set down here. First, while it is sometimes desir- 
able to make a layout with the lines of the border or the 
inside decorations running on a slant, it must be re- 
membered that this is almost impossible inasmuch as all 
type is made on a square dimension and must be locked 
ina form. This would eliminate using a line running, 
say, from the bottom of an ad at one corner to the top 
at the opposite corner. In the case of the circle here 
shown in one of the layouts these type ornaments are 
specially adapted to this very thing. 

In setting a two-column six or eight inch ad it is ad- 
visable to use 10-point type for the body, and 18 or 24- 
point sizes for prices should the prices have selling 
value in themselves. Where price is secondary because 
of its size, it might be run in the same size as the regu- 
lar text or in a 12-point size. Many times descriptions 
of shoes can be set in 8-point type, which is about the 
size of the reading matter in the newspaper columns, in 
order to get it up close to the shoe cut. 

The border f6r an ad the size of the foregoing need 
not be more than 6-point size, which is about one- 
twelfth of an inch in thickness. 

As ads grow larger than this in size the 12-point size 
of type may be used for general text, but if this can be 
avoided it is well, inasmuch as the larger the size of the 
type, the less words there can be taken in at a glance 
and as sentences are read in groups of words, this hin- 








BOOT AND SHOE RECORDER 37 





A Slice of Pie for All 
(Concluded from page 34) 


parison or experience to guide us. Wherever it has 
been tried out, it is found that it has improved condi- 
tions. Those who have bought stock are the best 
workers, showing a sincere desire to improve the busi- 
ness. The success of the plan depends upon the owner 
of the business. It is a ticklish job and requires care 
in handling. -After all, it is the spirit and the ideals 
behind the plan that actuate the employers. If they 
are sincerely looking for a way to sharing prosperity 
with their help, to give them some income over and 
above their standard wages, when profits justify it, 
then they will find their reward. It may be made a 
means of bridging a gap, to some degree, which so 
often exists between employer and his help. It may 
introduce cooperation where antagonism may exist. It 
may bring about greater efficiency and better service 
to customers and the community. 

The shoe men who participated in this discussion 
were much interested and many questions were asked. 
Summing it all up, it would seem that many shoe men 
are awakened to the idea that some better method of 
compensation must be arrived at. While the matter 
is in its inception and there are not sufficient data or 
experience available to help much at present, still we 
seem to be getting a little closer to a solution each 
year. . 


Styles Conference to Be Held Following 
National Election 


New YorK CiTy.—While no definite date has been 
set for the next National Shoe Styles Conference, it has 
been decided that, instead of holding it the first week 
of November, as originally planned, it will be better to 
wait a week until after the national election. The 

chances are it will be held 











ders reading. Usually in 

the larger size of adver- hp) 6 m) 7.) in the early part of the 

tisement, it is larger sim- —" second week of that 
month. 


ply because of the fact 
that more shoes are to be 
shown, and thus the type 
sizes mentioned for the 
average size ad need not 
be changed insofar as the 
body is concerned. Larger 
headlines could be used, 
which would give the idea 
of bigness. 

And it must always be 
remembered that the 
blacker and heavier an ad 
is, the. less it attracts 
those of higher purchas- 
ing power. The refined 
person must be considered 
as attracted to finer 
things, which means finer 
type set in ample white 
space, 

The big-city advertiser 
can do no more than you, 
if you follow along the 
lines laid down here. It 
is profitable to study the 
possibilities in type bord- 
ers for advertisement lay- 
out. ( 


prices. 


$2.60 to $3.15. 


$4.00, $5.00. 


posal. 





to 10/8 heel. 








They Want to K now 


Merchants ask us where to buy shoes and 
other store merchandise. 
list the following typical inquiries: 


H-1368 Wants men’s riding boots at reasonable 


H-1369 Wants women’s novelties to retail $5 and 
$6 from factory stock. 
H.1370 Wants women’s welt oxfords ranging from 


H-1371 Wants women’s novelties to retail, $3.85, 


H-1372 Wants turn Romeo tan slippers to retail $4. 
H-1373 Wants men’s welt oxfords at $2.25 to $2.85. 


H-1374 Wants 19 sections of store shelving and 
seats which someone may have for dis- 


H-1375 Wants women’s and growing girls welt ox- 
fords, $3.75 to $4.85. 
H-1376 Wants Nurses’ canvas or kid oxfords, 8/8 


H-1377 Wants men’s field and riding boots. 


Interested parties may have names on 
request to Information Department, Boot 
and Shoe Recorder, Chamber of Commerce 
Bldg., 80 Federal St., Boston, Mass. 


The preliminary selec- 
tion of color as a guide to 
the tanner of leathers for 
spring and summer, 1929, 
was made Aug. 3, at the 
headquarters of the Tex- 
tile Color Card Associa- 
tion. 

For the first time the 
thought of a range of 
colors in men’s shoes was 
approved in a meeting 
Aug. 14, under the leader- 
ship of Jesse Adler at the 
Textile Color Card Asso- 
ciation. By these two pre- 
liminary meetings the in- 
dustry prepares itself for 
a colorful 1929. 

The coming shoe styles 
conference is expected to 
exceed in attendance the 
last session, when 600 in- 
terested stylists were 
present. The tanners, as 
usual, will display the 
officially selected leathers. 


In this space we 
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American womer——your customers—four and 
a half millions of them, turn to the pages of these 
publications for the final word on style. Each i 1s 
a huge shopping guide th: at serves the great and 
ever-growing, ever-spending feminine market. 
Here i 1s where the style story of the stylish 
new Drew Arch Rest shoes for women is being 
told this year—in publications upon whose ad- 
vertising women rest an implicit confidence. 
These are the advantages that every Arch Rest 
dealer i in the country is translating i into terms 
of sales — and into dollars of profit! Get your 
share by selling Drew Arch Rest Shoes and 


by tying this advertising into your store. 
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WU00 nt Housekeeping 


NESTONES’ 
Margaret Widdemers New Novel - 

~ Brug -e Barton ~ Claudia Grans 

ay Gelzer - = Philip Gusdalh, 


Send for 
The Drew Folio of Fash- 


ion Footwear—a smart 
presentation of Our smart- 
est in-stoc -k styles and eas sv 
for youto choose _ 


Styles AAA to D 


DREW 
ARCH 


Shoes for 


“Keep the 


THE IRVING DREW COMPANY 
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for Stylish Shoes.. 


Drew Arch Rest Shoes offer progressive 


dealers an exceptional line of correct shoes 
in the smartest styles of the season. 
They are advertised in the best 
women s publications, in a strong, 


continuous campaign that is bring- 


ing sales results. The whole story 


is this: Drew Quality, plus stylish 
ad vertising of stylish shoes at attrac- 
tive prices means bigger sales, better 


profits, and new customers for Arch 


Rest Dealers. Be one! 


The Corinne 


The Corinne is but one of the many 


smart in-stock styles of Drew Arch 

Rest Shoes. They come in both the 

Regular Drew Arch Rest Last and 

the Drew Anterior Arch Feature 

3 Last. Notable, indeed, not only for 

© mm oe m ‘. their chic, and slender grace, but for 

pe their close-clinging, snug-fitting 

Foot Senall ed 2h al heels as well. Fashion’s favorites, 


they are, in the season's loveliest 


leathers and smartest shades. 


PORTSMOUTH, OHIO 
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The Orion Gore is here illustrated in all patent 
colt with a dull calf saddle and collar. 1734/8 


* 
Louis heel. Beaded ornament. Good for fall. Orion gore 


For women who demand sophisticated 
style with the practical comfort due to 
unusual fitting qualities. You can do a 
profitable business season after season, 
on Stanley Duttenhofer shoes. 


The 


STANLEY DUTTENHOFER 
SHOE COMPANY 


Cincinnati Ohio 


“SAIABLE TO THE LAST PAIR. 


—_—_— — 
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Look for the 
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United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS, U. S. A. 
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Canvas Sells Bie for 
School Wear 


Millions of Children are Buying, from Attractive Trims, Quality 
Rubber Soled Footwear, with Fabric Uppers, 
for September 


year in which to sell canvas rubber soled shoes, 

say many progressive retail merchants. “First 
and foremost,” they relate, “the kiddies like to start 
for school in the early Fall shod in footwear that re- 
mind them of Summer vacation days; for, at recess and 
before and after school, there is that baseball game, or 
some other outdoor activity, to engage in which sim- 
ply requires canvas. And so millions of children are 
users of light weight, serviceable and good fitting rub- 
ber soled footwear with fabric uppers in brown, black 
or white, as they may decide. Many more million 


Gi vear in wh is one of the best months in the 


ber soled shoes make a good combination play and 
school shoe for early Fall.” Or: “A favorite for boys 
for early Fall in a combination of school and play foot- 
wear is the canvas rubber soled shoe. A month or two 
longer shod in canvas for school recesses and before 
and after school play-time will save wear on higher 
priced leather shoes.” Here is another ad addressed to 
the older boys and girls: “For the school gym, for 
tennis and basketball, you absolutely need a pair of 
canvas rubber soled shoes. We have some brand new 
styles in serviceable, good fitting numbers at low prices.” 





youngsters would join the 
great canvas-shod army if the 
play and general utility fea- 
tures of quality canvas foot- 
wear were presented to them, 
as well as to their mothers 
and dads. 





NE of the best methods 

of selling more pairs -of 
canvas rubber soled footwear 
is through actractive trims, 
featuring the sports idea. 
The rubber shoe manufac- 
turers of the country are al- 
ways on the alert to supply 
retail shoe merchants with 
window cards, cut-outs and 
other material to give an 
added customer-appeal to dis- 
plays. The schoolroom atmos- 
phere may be imparted to 
canvas shoe displays by the 
introduction of blackboards, 
colored crayons, pencil cases, 
and a school desk and chair 
if space will permit. The 
blackboard offers exception- 
ally good opportunities for 
cleverly worded messages to 
the children or grown-ups. 
For instance: “Your boys’ 
and girls’ wardrobe should 
surely include a pair or two 


tainty to your game 





Your pleasure, and the pleasure of those 
who play with you is increased by wear- 

ing the best tennis shoes. 
We endorse and recommend these (brand 
name) tennis shoes. 
viceable. They assure foot support, with free- 
dom and comfort. They will add speed and cer- in the 


(Description and Prices) 


Suse Hanae Hee 


OOD wearing and good 

fitting are the two most 
important points to drive 
home to the buyer of chil- 
dren’s canvas rubber soled 
shoes. Other features’ to 
stress in the presentation of 
this merchandise to the folks 
in your community are their 
“smart” and cool character- 
istics; their sure-footed tread 
on smooth or on rough sur- 
faces. There is surely every 
logical argument in favor of 
a big “right-away” business 
on quality canvas rubber soled 
children’s shoes for Septem- 
ber and October school wear. 
If you wish to introduce an 
added selling appeal, why not 
try the initialed canvas shoe 
as a means of identifying it 
schoolroom _ locker, 
using the initials of the 
wearer or the initials of the 
school attended? These let- 
ters are inexpensive and, as 
in the case of initials for 
overshoes, some merchants 
might decide to furnish them 
gratis to the purchasers of 
quality canvas shoes above a 
certain price. The initialing 


Playing 
the Game 


Sure- footed 
and fast 


They’re sturdy and ser- 








of rubber soled oxfords. They 
Ware inexpensive, serviceable 
and comfortable. Canvas rub- 


(Merchant-Economist Service) 


A suggestion for a newspaper ad to boost the 
immediate sales of tennis shoes 


of overshoes, when first in- 
troduced, made a great “hit” 
with the kiddies. 
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The Salesman who offers 
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you Uskide Soled Shoes 


offers a sure way to 
Better and Bigger Business 


O question about it—the experience of retailers in all 
| parts of the country testifies that the salesman who offers 
you a line of Uskide and Ustan Soled Shoes is really open- 
ing the door to a bigger and more profitable business. 


Bigger and more profitable—because of the consis- 
tent, day in, day out consumer demand for Uskide 
and Ustan Soles from coast to coast. 


Bigger and more profitable— because this demand 
is being steadily and rapidly increased through 
widespread advertising. 


Bigger and more profitable—because these famous 
soles enable you to give your customers a bigger 
dollar’s worth of quality and long wear. 


Bigger and more profitable—because their outstand- 
ing service turn casual buyers into permanent 
customers. 


Bigger and more profitable— because Uskide and 
Ustan protect you and your customers against the 
rising price of other materials while at the same 
time increasing the shoe’s quality. 


Think of these facts when the shoe salesman presents Uskide 
and Ustan Soled merchandise. Its addition to your line will 
make a notable contribution toward faster turnover and 


increased profits. 


United States Rubber Company 
Trade Mark 
Sole and Heel Department 
1790 Broadway (Room 495) New York City 


Heel Products 
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Just When You 
Need Them Most— 


Every “Diamond Brand” style is carried in stock—ready for 
quick shipment. The finest shoes and the best staple values are 
on our floors in liberal quantities as assurance of quick handling 
of your orders. 


For your busy Fall months, and for your Holiday season depend 
on “Diamond Brands.” Our big floor stocks, replenished almost 
daily from our forty-three specialty factories, are our warrants 
of Service—and you can spell it with a capital “‘S.” 


Smart New Styles 


for Quick Shipment 


The “New Things” just added are carried in all sizes and widths. 
Beautiful straps and pumps for Ladies; elegant numbers for Grow- 
ing Girls, and health and service styles in school shoes—all are 
ready to ship right now. And there are our men’s styles—fine 
shoes and staple values—always stocked very liberally for Fall. 


In every pair there is that built-in quality which enables you to 
sell splendid values at attractive prices, while standing squarely 
behind each sale. 

Write or Wire for your “Diamond Brand” man. He is on his 
territory—constantly at your service when you need good shoes 
quickly. 
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WHo’s WHO ON ‘THE ROAD 








Chicago Shoe Travelers’ Association Has Moved Its Headquarters 


to 45 South Wells Street. 


H K. GIVENS, who formerly rep- 
* resented McElroy-Sloan Shoe 
Co., now represents the Sam B. Wolf 
Sons Co. of Cincinnati, and covers ter- 
ritory from Denver west. 


RED HALEY 

now repre- 
sents the Fern 
Shoe Co. of 
Los Angeles in 
northern Cali- 
fornia. He will 
make his _ head- 
quarters at 423 
Pacific Building, 
San Francisco. 
Fred has a host 
of friends among 
the retail shoe 
merchants on the 
Pacific Coast. He 
formerly covered the same territory for 
many years for the Elias-Katz Shoe 
Factories. Jack Olstein covers the south- 
ern part of “The Golden Gate” State for 
the House of Fern, while R. E. Jackson 
covers Montana, Oregon, Washington, 
Utah and Idaho. 


Fred Haley 


ARRY PER- 
KINS, well- 
known retail 
shoe merchant of 
Seattle, is a good 
cooperator with 
the boys on the 
road. This char- 
acteristic of Har- 
ry’s was brought 
into “the  lime- 
light” at the re- 
cently held con- 
vention of the 
Northwestern re- 
tail shoe mer- 
chants, when he assisted his friends— 
Shoe Travelers “String” Elliott, sales- 
man for Dan Palter, Inc., and Dave Le- 
vine, salesman for the Unity Shoe Mfg. 
Co., Brooklyn, to sell more shoes. Sales- 
men Elliott and Levine were unable to 
attend the “get-together” of the new 
Northwestern group, but they were ably 
represented by Mr. Perkins, who set up 
the samples sent to him in rooms en- 
by him and presented shoes at- 
tractively to visiting merchants. Mr. 
Perkins proved that he is an excellent 
man, as well as a good merchan- 
diser of shoes; he also proved that he 
is a good stockkeeper, as he repacked 
all of the shoes in the right trunks 
when the show had concluded. 


Harry Perkins 


to V: isiting Travelers 


By HELEN M. HANEY 


HARLIE BECKER, who formerly 

represented Thompson Bros. Shoe 
Co. of Brockton, Mass., was recently 
appointed representative of the McEIl- 
roy-Sloan Shoe Co. of St. Louis, and is 
now covering the territory from Fresno 
south in California. Charlie has a wide 
acquaintance with merchants the coun- 
try over. 





CHICAGO ASS’N MOVES 
HEADQUARTERS 


Members of the traveling fra- 
ternity of the shoe industry are 
cordially invited to visit the sec- 
retary’s office of the Shoe Trav- 
elers’ Association of Chicago, 
which has been reestablished at 
45 South Wells Street, the new- 
old location of the National Shoe 
Company for many years at this 
number. For the past two years 
the National Shoe Company has 
been located at 311 West Monroe 
Street, Chicago. 














jx LLEWELLYN, who represents 
the Vaughan-Towle Company of 
Lynn, Mass., on the Pacific Coast, re- 
ports an excellent business on this line 
of comfort shoes. By the way, Jack 
Llewellyn is captain in the U.S. Reserve 
Corps and has been spending his annual 
vacation in military drill with his “bud- 
dies” at the Presidio, San Francisco. 


HARLES COOK, one of the live 

wires among the Pacific Coast shoe 
travelers, sells the Lax & Abowitz and 
Weissman lines. Mr. Cook has been 
covering the Western territory for 
many years and has a large following 
among the merchants of the Far West. 


Mf Ton SOMMER, with headquar- 
ters at 838 Market Street, San 
Francisco, now represents the Pennant 
Shoe Co.’s_ branch of the International 
Shoe Co. Mr. Sommers covers Oregon, 
Washington and California. 


[ == McCULLAH, who formerly 
represented the International Shoe 
Co. in the Southland, now represents the 
Joseph M. Herman Shoe Co. in Cali- 
fornia. Dote is one of the “Blue Boys” 
from the San Joaquin Valley. 


ACK FARRINGTON, who travels the 

Far West for French, Shriner & 
Urner, reports a good business from 
that section. 


“Welcome Sign Hung Out” 


CARL MASON has recently joined 
the salesforce of La Valle & Lo 
Presti, and carries this line from Den- 
ver west, in conjunction with the John 
Gray line. 


EORGE 

RULE has 
recently joined 
the salesforce of 
the Chouteau 
Shoe Manufactur- 
ing Co., and will 
cover Western 
territory. Mr. 
Rule _ formerly 
represented the 
Craddock - Terry 
Company. He 
has an extensive 
following among 
the retail shoe 
merchants of the West, and is one of 
the volume sellers of the country. 
George has a thorough knowledge of 
the shoe business and the footwear 
needs of the merchants in his territory, 
which will enable him to serve his cus- 
tomers exceedingly well. 


Ceorge Rule 


L. AR M- 

¢ STR ONG, 
who _ formerly 
represented the 
L. <A. Crossett 
Co., is now in 
charge of the 
New York office 
of the Lape & 
Adler Co., Colum- 
bus. Mr. Arm- 
strong will cover 
New York City, 
Philadelphia and 
part of New 
York State. His 
New York head- 
quarters are at Room 608, Marbridge 
Building. He has an extensive ac- 
quaintance with the territory which he 
is now covering for Lape & Adler. 

J. C. Friedauer, who covers New 
Jersey and a part of the Empire State 
for Lape & Adler, also makes his head- 
quarters at Room 608, Marbridge Build- 
ing. Mr. Friedauer, as did also Mr. 
Armstrong some years ago, formerly 
sold the Utz & Dunn line. Both of 
these hard-working, able salesmen are 
anticipating a good business from their 
territories. 


Frank L. Armstrong 


“Footprints on the sands of time” are 
less important to leave behind than im- 
prints on human hearts.—Forbes Mag- 
azine (N.Y.). 
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A feature line of smartly 
styled women’s welts, re- 
tailing from $7 to $8. 


AIR-O-PEDIC SHOE COMPANY 


MANUFACTURERS 


612 ATLANTIC AVE., BOSTON, MASS. 





WALK 


ON AIR IN ALB-O-PEDICS 
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ILLIAM H. 

THO MP- 

SON of Mar- 

shalltown, Iowa, 

now repre- 

sents the Wise & 

Cooper Shoe Co. 

Mr. Thompson’s 

territory includes 

Iowa, Nebraska, 

North and South 

Dakota and Min- 

nesota, and he is 

already sending 

i in some good or- 
William H. Thompson ders to the fac- 
tory up in “The Pine Tree State.” 
William H. Thompson is known to his 
wide circle of friends in the trade as 
Bill. “Everyone likes to meet Bill 
Thompson,” said a retail shoe mer- 
chant of Marshalltown, the other day. 
“He has such a fine personality and is 
so enthusiastic about his line. Bill’s a 
salesman, and a mighty good business 
counsellor.” Mr. Thompson formerly 
represented Val Duttenhofer Sons Co. 


HE “quota getters” of the F. Mayer 

Shoe Co. for the week ending July 
21 are: E. H. Minor, third gold piece; 
R. J. Leiser, second gold piece; H. L. 
Joseph, second gold piece; C. F. Elli- 
son, second gold piece; F. M. Schnurr, 
second gold piece; A. Castanedo, sec- 
ond gold piece; D. S. Walker, first gold 
piece; P. F. Becker, first gold piece. 
Frank Cantelmo succeeds A. F. Muel- 
ler as factory superintendent. Mr. 
Cantelmo was formerly superintendent 
of several Eastern shoe factories and 
is considered one of the best quality 
shoemakers in the country. He at one 
time sold shoes on the road and natu- 
rally understands the salesmen’s prob- 
lems. 


yd REAM, who represents the J. P. 
Smith Shoe Co. in Iowa, Minnesota 
and parts of Wisconsin, and North and 
South Dakota, reports a good business 
from his section, which he says ex- 


ceeded that of last season. Just now 
he is on a well-deserved vacation in 
Michigan, where he is resting after his 
strenuous work of the past few months. 
“Orders are booked only by hard 
work,” says Salesman Lou. 


HELTON R. HOUX, who covers sec- 

tions of the country for Edwin 
Clapp & Son, Inc., East Weymouth, 
Mass., reports encouragingly as to con- 
ditions in the high-grade field of manu- 
facture. He states that the Edwin 
Clapp plant is working on a full sched- 
ule and has been enjoying this run of 
business since early spring, so that by 
actual comparison it is well ahead of 
last season, both in number of pairs 
and dollars and cents. “Judging by 
this and other evidence we have been 
able to gather,” writes Mr. Houx, “the 
shoe and leather business is continuing 
to make satisfactory progress in its re- 
construction from the so-called slump 
of a few years ago.” 


JACOB WURMSER now represents 
the International-Chicago Co., in the 
Loop District of “The Windy City.” 
Mr. Wurmser for many years repre- 
sented the O’Donnell Shoe Co. in Chi- 
cago territory and has a wide circle of 
friends in this section. 





“LOOK LIKE A MILLION” 


Sam Rossman, sales manager 
for the Capitol Shoe Co. of Lynn, 
says that ankles have become 
plumper from the long wearing of 
low shoes, and he is arguing that 
when plump ankles are clothed in 
a bootee they make the foot look 
like a million dollars. He isn’t 
saying anything about thin 
ankles. But he does declare that 
a neat bootee on a plump ankle 
adds to the beauty of the foot. 
He has recently been on the road, 
and he booked orders for bootees, 
especially lace bootees, of black 
and brown suede leather, as well 
as of patent leather and fabrics, 
too. 








MESSAGE OF APPRECIATION 


Jim Cox, well-known traveling 
shoe salesman of Rochester, 
wishes to extend his thanks, 
through these columns, to his 
many friends in the trade for 
their messages of sympathy and 
flowers sent to him during his 
wife’s recent sickness. He states 
that Mrs. Cox is now well on the 
way to recovery and was brought 
home from the hospital two weeks 
ago. Jim hopes to be back on the 
road shortly to see his old friends 
and to thank them personally for 
their many kindnesses to him dur- 
ing his time of trouble. 











IMMY HAYES of Rochester, who 

formerly represented the Guy H. 
Moore Wood Heel Co., has recently 
made arrangements to sell the Paul C. 
Wolfer Co. line of Everett, Mass., and 
will cover Rochester and surrounding 
territory for his concern. 





PICKED THE STYLE RIGHT 
OFF HER FEET 


The traveling salesman picked 
the style right off her feet. That 
is what he did. She was a per- 
fect stranger, too. She sat in the 
reception room of a New York 
hotel. The traveling man, pass- 
ing by, noticed that she wore a 
pair of shoes the like of which he 
never had seen before. He tried to 
picture those shoes in his mind’s 
eye and draw the design of them. 
The task was in vain. He needed 
the shoes to complete the detail 
of his picture. 

So, mustering uv his courage, 
and remembering that his insur- 
ance policies were all paid up, he 
told the lady that he admired her 
shoes and that he would like to 
make a drawing of them. 

“T am glad you like them,” 
said she. “I bought them in Lon- 
don. I have just come back. I 
had my doubts about wearing 
these shoes in New York. So I 
thank you for complimenting 
them.” 

The traveling man took his 
time and drew a picture of the 
shoes. Now there is a new smart 
style in his sample line. 
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LEN COD- 

MAN is now 
representing the 
Unity Shoe Mfg. 
Co. of Lynn, 
Mass., on the Pa- 
cific Coast. His 
exact territory is 
from Denver 
west. Glen has 
many friends in 
the section of the 
country which he 
is a He 
was formerly an 
advertising wan nse 
but long before that he was in the shoe 
business. He says that he is enthu- 
silastic over his line, and that he is 
booking some good business thereon. 


CHARLES HARNEY of the sales 
staff of Harney Shoes, Inc., tele- 
graphed from Texas the other day: 
“Business flourishing here. Orders fol- 
low by mail.” And the maiis brought 
orders which prove his assertion to be 
true. Mr. Harney is one of the younger 
generation of traveling men who be- 
long to the old school, for when he re- 
turns from his trips he goes into the 
factory and supervises the making of 
shoes. He learned shoemaking at the 
bench, before he went on the road, un- 
der the supervision of P. J. Harney, 
who has now rounded out nearly 50 
years of shoe manufacturing in Lynn. 
Concentration is the 
strength.—Emerson. 


HOMER H. BEALS, president of 
the N. S. T. A.; Regional Gov- 
ernor C. H. Russell of Kansas City, and 
John Kennally, chairman of the mem- 
bership committee of the N. S. T. A., 
met in Boston a fortnight ago at the 
National Office in the Statler Building, 
at which time the report of this com- 
mittee was rendered to President Beals. 
The report revealed a most decided in- 
crease in N. S. T. A. membership over 
that of the previous year. Regional 
Governor Russell stated that his sec- 
tion is showing a most active interest 
in the N. S. T. A., doubtless due to a 
realization of the fact that shoe trav- 
eling men are more closely allied with 
the other branches of the industry than 
ever before. 


HARLES W. MORRILL recently 

left Boston on his regular fall trip 
to the mail order houses and jobbing 
trade in the interests of the Durand 
Shoe Co. Mr. Morrill will be away 
from “The Hub” for about two months, 
as this is one of his big business tours, 
when he shows advance numbers to his 
trade. Charlie Morrill is a past presi- 
dent of the N. S. T. A. and is one of 
the profession who sees to it that his 
factory is filled with orders. As a 
side line, he acts as chairman of the 
nw S- 


RED MARX, with headquarters in 

the Marbridge Building, is the New 
York City representative of the Abbott 
Shoe Co. of North Reading, Mass. 
George O. Wright is Chicago sales- 
man: George Wricht. Jr., covers Phila- 
delphia. George L. Wehrle is vresident 
of the concern and Marc S. Wright is 
treasurer and salesmanager. 


secret of 


An order in hand is worth two in the 
offing.—H. Devarco in “Direct Reflec- 
tions.” 
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Correctives for 


Children 


Suede Dressings 
For All the New Shades of Fall Shoes 


Light Marron Glace Spanish Brown 
Beige Dark Marron Glace 
Grege Java Brown 

Gun Metal Brown 

Dark Blue Burgundy 


Cinderella 
Liquid Suede 


In-Stock == @) Dressing 


Will not come off. 
Will not harden the 


$ 1 90 as if leather. Renews beau- 
. oes i ty of slippers. Com- 
2 20 \ a” plete with dauber and 
° Ej i ett wire brush to revive 
d the nap. 
$2.50 


The right shoes at the right price for volume 
sales! Read the list of good stuff we put into 
“Doctors Choice” shoes for Boys and Girls. 
They are high grade shoes on a low price level 


Cinderella 
Suede Stick 


—made in volume for volume merchants. Quick and easy to 


om em 

use. ome” S 
Handy for travel- 

Stock No. 6221 ing. 

A Popular Number . / 
im the New Mecca Large wire brush 
Tan Calf in every package. 

Comes with Flexible Spot 


of Gold Spartan Soles, 
water resisting. Faun A Suede Brush 


Leather Lining, Fast Color 
Byelets, Goodyear Stitched. —is an absolute necessity if suede shoes are to be 
kept in proper condition. Be sure every customer 


In Stock: t 

4 to 8 DE $1.90 S buying suedes has one. 
8 t 1 -D-E 2.20 : ° ° 

= * . Write for prices 


11 to 2 CD 2.50 





Catalog and Samples on Request 


ip Co : ae home arr¥e Santo i a biosied os 
Nature saaewes rp EVERETT & BARRON CO. 
’ PROVIDENCE, R. I. 
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AN EXPLANATION ! 


“Breaking in a shoe” is really pounding the ends of the 











small foot-bones into the surface of the innersole until they 


pound out a comfortable dent. 


These “dents” are already made in a Matrix Shoe—there 


is no painful forcing of the bones and muscles into position 


Moulded from —just a gradual readjustment of the foot structure to 


your footprint normal comfort, strength and shapeliness. 
in the sand, You do not need to ask a customer to accept a 

handicap of discomfort when a pair of Matrix 
ie fe he Shoes is slipped on his feet. He enjoys them “from 
sole of your scratch”—and spreads the news! 


foot and needs 


rotratinsin, ~— TN@ MATRIX Shoe 


FOR MEN 


Made Under Authority and Supervision of E. P. Reed & Co. 
of Rochester, N. Y., Makers of the Matrix Shoe for Women, 


by ALDEN, WALKER & WILDE, Inc. 








East Weymouth, Mass. 
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The Master Sales Key to Increasing Profits 


Menihan’s In-Stock Department 


JANET 
B-923—Black Velvet with Block 


Satin $4. 
15/8 Spanish Heel, Medium Round Ti 


ERLE Special Process 
B-984—Black Calf with Gun Metal 
Patent trim 5 
B-988—Patent Leather with Blaerk 
Pettipoint trim 75 


t 

B-913—Black Suede 
Leather trim 

B-914—Puatent 

Kafir Kid tri 


B-903—Patent Leather 
Medium 


Every number is In Stock ready to be shipped to 
you. Every style is the Menihan answer to present 
popular demand. 


BAZzO Special Process 
* 989—Patent Leather $4.75 


Medium Round Toe 


IMP 
8 -ce— Patent jaan 
-926—Blac elvet 
REGENT 8 
Medium Round T B-3672—Patent Leather 
19/8 Heel, Round Toe 


COLINA Special Process 
68-925—Patent Leather with Imita- 
tion Cut Steel Buckle 

Medium Round T 


BEECHWOOD Special Process 

B-915—Patent Leather with Black 

Calf saddle $4.85 

B-916—Black ti- 

point saddle $4.85 
Medium Toe 


ACE 
B-10i—Patent Leather 
Medium Toe 





SIZES AND WIDTHS 
AAA oe 000 BY to 8 B wee eeeee ee BH to 8 
BA cece eee ce 4h tO8 C ceceeeceeeed to 8 
A ccccveeed to 8 
Cwenty-five cents additional for orders of less than three pairs. 


Terms Net 30 Days 


THE MENIHAN COMPANY 


SHOEMAKERS FOR WOMEN—ROCHESTER, N. Y. 


Makers of Menihan Arch-Aid Shoe. 
Write for Agency Proposition. 











Silver Kid.... 
Patent Leather 
Black Satin... 
Light 

lack 
/8 Heel, 


























neh Heel, 


REGENT 


rown Su 
22/8 Heel, Medium Round Toe 


CLARE 
B-918—Black Velvet 
B-919—Patent ther b 
B- Black 4.25 
14/8 Spanish ul Medium Round 
‘oe 














a a 


SO ee om ee my Hee 
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Summer Stocks Well 
Cleaned Up with Few 
Exceptions 


St. Louis, Mo.—Mopping up undesir- 
able merchandise is occupying the at- 
tention of all retail merchants and 
added sales effort is being exerted to 
accomplish the result. There is still a 
slight demand for whites and sport 
shoes but the big kick of the Summer 
footwear demand is over. Merchants 
during the past week commented on 
the difficulty of closing sales. This 
situation is attributed to the type of 
buyer seeking footwear at sale prices. 

Stocks are in splendid shape in prac- 
tically all stores with straws and prints 
only showing a further disposition to 
remain on the shelves. The sales have 
disposed of some pairs and the few 
carried over will not hurt. 

Some slight demand is being heard 
for Fall shoes with a few shoes re- 
porting reptile and brown kid as the 
best types in the early call. Brown 
reptile in combination with other ma- 
terials of the same shade is outstand- 
ing in one of the larger stores while 
brown kid receives second honors. 

One high style store announced their 
Fall opening with an almost equal 
amount of black and brown shoes. 
There was a slight advantage for black 
which included reptile, suede and mat 
kid. The browns dominated in combin- 
ation effects with suede and reptile 
although not a few patterns were all- 
over effects. Perforations in various 
designs, both in the vamps as well as 
quarters, were noted among the pat- 
terns. A few black crépes and moires 
have been seen in new effects. 


Finds Men and Boys 
Buying Better Shoes 


GALVESTON, TEXAS (UTPS) — “Men 
are buying better shoes this year than 
last year even in boys’ shoes,” says J. 
B. Dovoti, manager of the shoe depart- 
ment of E. S. Levy & Co., Galveston. 
This firm has had the most successful 
sport shoe season ever experienced, 
and especially in black and white com- 
binations. Dovoti just exactly doubled 
his last year’s sale of sport shoes in 
his original order this season, then was 
forced to reorder to meet the demand. 

He finds that his younger men are 
wanting a bit lighter shades than the 
manufacturers are featuring. In 
many instances he has to talk the 
boys into buying the darker shade 








Stores Busy Preparing 
For Early Fall Openings 











shoes purely because he cannot get 
the lighter shade shoes as desired by 
his chentele. The younger set is yet 
buying the broad toe shoe in light mod- 
els, while the man are buying the bet- 
ter grade shoes more on a modified 
narrow last. 

Dovoti is finding a noticeable ten- 
dency toward a constant demand for 
better shoes, which is even true in 
shoes for small boys. 

This shoe department has recently 
been remodeled with attractive light 
oak fixtures and chairs to match in- 
stalled. Business this year has been 
showing a monthly gain over the pre- 
ceding month with a total volume in- 
crease of 20 per cent for the first half 
of this year over the same period of 
time last year. 


Exit—The Squeak 








Frank E. Buck removing the squeak 
from shoes. 


BALTIMORE, Mp.—Almost every store 
has a squeak problem. It was a 
troublesome one for Frank E. Buck 
of Buck’s Smart Shoes, of Baltimore, 
Md. In his little store at Liberty and 
Clay Streets, every time a customer 
complained of squeaky shoes he won- 
dered why some experiments hadn’t 
been made to stop the squeak, without 
taking the shoe apart. 

Finally he developed an anti-squeak 
device, which he has since patented in 
this country and Canada. With a little 


tool he finds the squeak spot, and then | 


he injects a liquid to remove it. It 











just takes a minute or two for the en- 
tire operation, and the operation is 
invisible on the surface. 

* An almost impossible test was given 
Mr. Buck to take the squeak out of 
imported basket sandals, but H. E. 
ones, of S. Dalsheimer & Bro., Balti- 
more, says he did it. 


July Showed Good 
Increases at Retail 


CINCINNATI, OHIO.—Clearance sales 
have been running in local shops and 
shoe departments for the past few 
weeks and in most cases shelves have 
been fairly well cleaned out for the 
new line of Fall footwear which will 
start coming in right away. Some 
stores were very successful in getting 
rid of whites, while others are having 
quite a few to carry over. Straws and 
Summer fabrics are lingering, and it 
seems that there is little chance to sell 
more than an occasional pair even 
though prices in some instances have 
been cut in half. 

Colored kid continues to move fairly 
well, and merchants do not mind hav- 
ing a little of this left over, as it is 
generally believed that quiet colors will 
be in demand for some time. Gray kid 
is becoming very popular and blue kid 
. to be a favorite through the 

all. 

There was a substantial increase in 
business for July over the same month 
of last year and August started off 
well. Despite the fact that wet weather 
retarded sales during the first few 
weeks of the season, shoe merchants re- 
port sales for the Summer thus far to 
be equally as good as those for the 
same period of 1927. 


Walk-Over Store Will 


Move to New Quarters 


DETROIT, MICH. (UTPS).— The 
Walk-Over Boot Shop at 1059 Wood- 
ward Avenue will soon be moved to 
new quarters in Eaton Tower, on the 
corner of Woodward Avenue and With- 
erell Street. A clearance sale prepara- 
tory to the move is now under way, 
and the management plans to get rid of 
the entire present stock so that the new 
store may be opened with new mer- 
chandise. Children’s shoes will be dis- 
continued after the change and the 
store will handle men’s and women’s 
footwear only. 

The store at 1059 Woodward will 
close on Sept. 1, and the business will 
be resumed in the new location within 
two or three weeks thereafter. 

The business is under the direction 
of John R. Hodge. who is also general 
manager of all the Walk-Over stores 
in town. L. D. Bravener is manager 
of the men’s department and H. Stone 
of the women’s footwear. 
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YA (Xidekin you hoo to roa | 
All the wae oud you sell the hoe 


What a dusts “- a New Crstle (Xd a os 


We still have a few fall 1928 


(Co) N.C. sample books for Wy 


retail distribution. 
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Burgundy Choos 


No. 1141 Dragon Vert 


. = Beige 


Plantation 
Creole 
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Fall Trade Is Not Yet 
Under Way in Southwest 


Fort SMITH, ARK. (UTPS).—A be- 
tween seasons slump has set in, shoe 
dealers report, and demand is limited. 
Practically no whites are moving and, 
while there are some calls for Fall 
patterns, business is not expected to 
be heavy until next month. Midnight 
blue kids are proving popular. Black 
patents continue to lead, however, and 
some black kids are moving. Straps 
are preferred, but pumps are still good. 
There are more calls for lower heels 
than before. A good demand for brown 
in the fall is anticipated, and shoe 
men believe brown will be a leader. 

In men’s shoes, tans are ahead, with 
blacks a close second. Medium weights 
are being sold. Black and two-tone 
combinations are favorites in children’s 
shoes. Smoked elk and colors also are 


in demand. 


New Basement Store 


CLEVELAND, OHIO (UTPS)—Kramers 
Shoes, Inc., are just completing the 
interior arrangements of their shoe 
store at 309 Prospect Avenue. The 
background will be in tan with a Nile 
green trim. New seats have been in- 
stalled in a double row running length- 
wise of the shop while the entire floor 
is carpeted. The plaque system of 
showing shoes is used. 

Kramers Shoes, Inc., have also com- 
pleted arrangements to open a _ shoe 
department in the basement of the 
Vanity Shop at 305 Prospect Avenue, 
and the opening of this department is 
scheduled for Aug. 11. A private en- 
trance to the street is being made and 
a divided store with separate children’s 





and women’s sections is completed. 





It Pays to Educate 
The Growing Boy 


Boys who enter the gymna- 
siums of some cities first must 
pass a physical examination, and 
in at least one city these exami- 
nations reveal that foot troubles 
are the second fault in the phys- 
ical condition of the boys, stoop- 
ing shoulders being first on the 
list. Exercise is the remedy, and 
it is supplemented by advice 
about shoes that are good for 
growing feet. Another chance for 
the shoe merchant to do some 
missionary work is in outfitting 
those members of boys’ clubs who 
go on hiking trips.in the Fall of 
the year. 











Sells Shoes for Dance 
Marathon 


BosTton.—A marathon dancing event, 
one of the latest sports’ fads of the 
young women, and men, too, of the 
country, was recently “tripped off” 
from Providence to this city. The 
principals were Miss Dorothy Horn 
and George Sleeper. The shoes worn 
by the young man were not mentioned 
in the report made by an interes 
retail shoe merchant here, as he sells 
ladies’ shoes, only, but those of the 
young lady were fully described, and 
also placed on exhibition by him, with 
“the story.” The retail shoe merchant 
was Al Siecol, manager of the John 
Irving Shoe Store, who stated that 
Miss Horn, as well as her mother and 
sister, purchase all of their shoes at 
the John Irving local shop. One of 





the pairs danced in by Miss Horn for 
17 consecutive miles on the above-men- 
tioned marathon was of white kid with 
17/8 heel, in a one-strap pattern; the 
shoes were in excellent condition. 
Among the other shoes worn and ex- 
hibited was a pair of Maillinson’s beige 
figured silk. The window display at- 
tracted much attention. Mr. Siecol 
also reports that other favorites of the 
dancing world, such as Flora Fon- 
taine and Thelma White, who “does” 
the varsity drag in “The Good News” 
company, are among his customers; he 
furthermore says that one-half of the 
members of the “Good News” company 
bought their shoes while in “The Hub” 
at The John Irving Shoe Store. 


New Department Opened 


CANTON, OHIO (UTPS)—Rehabilita- 
tion was the watchword in the shoe 
department of the Bon Marche Com- 
pany, Canton, Ohio, exclusive ladies 
ready-to-wear store, previous to the 
opening of a new department Aug. 6. 
Every old pair of shoes in the store 
was shipped out and the old depart- 
ment completely redecorated and ren- 
ovated. Cushioned, semi-bench chairs 
were provided and every effort made 
to care for the comforts of patrons. 
L. L. Trowbridge came to Canton from 
Akron, to supervise the new depart- 
ment. 

Only two-different priced shoes will 
be handled. The feature, of course, 
will be Beverly Belles priced at $6.50. 
A bulk bought shoe, to be known as the 
“Bon Marche Special” is to sell for $5. 
Beverly Belles hosiery also is to be 
handled exclusively at $1.45, $1.65 and 
$1.95 per pair. 





The Trend of Hide Prices 
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e the battle was lost.” For yo 
: want of “IT” in show cards Tl 
Poe ed ei the costly equipment of many Se 
= fds “ili BES: a window has fallen short of mi 
| ot its full effectiveness. The ea 
QO Or uU show card is the voice of the an 
seta Sag . window. A voice with pleas- ne 
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Cards 7x11 inches. Card holder base, 10% inches. | 
SERVICE No. 1 SERVICE No. 1B 
8 cards 10 cards 
$ 00 2 Ast Card holders as 5 00 4 card holders, burnished 
above, bluemottled bur- gold or silver, with store : 
° nished gold or silver trim, name, if desired. 
per month with store name, if desired, per month 100 blank price tickets. 
($48.00 per year) _felt lined bottoms. ($60.00 per year) 
Extra Card Holders by Special Arrangement | a. 
SERVICE No. 1-A Same # No. ! | with SERVICE No. 1-C Seme @ No. 1B with 
prices printed on tickets. prices printed on tickets. 
12 each of any 6 prices. $4.50 per month. ($54.00 12 each of any 6 prices. $5.50 per month. . ($66.00 ¢ 
the year.) the year.) yr. 
NOTE—Art Card Holders as illustrated above furnished with “These 
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$ 4.00 8 cards 


4 art easel bases, gold or silver, with store initial. 























per month 100 blank price tickets. I" : a hold 
($48.00 the year) | ‘ fri 
SERVICE No. 2-A I oR 


Same as No. 2 with prices printed on tickets. 12 each of any 
6 prices. $4.50 per month.. ($54.00 the year.) 


NOTE—ART EASELS, as shown at right, with Service No. 2 
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ards that Have “IT” 


Artistic—Different—Sales Building 


your show cards is to better 
your business. 

The Recorder Show Card 
Service keeps pace with the 
modern merchandising trend 
each month. We offer a new 
and better type of card, with 
new and better holders— 
“1929 models” you might 





call them. And price tickets 
may be had with printed 
prices if desired, at slight 
extra cost. Recorder Show 
Card Service is second to 
none. Cards each month 
are of different design, with 
blank price tickets to har- 


monize. 








Single Show Cards Two Color 
Printed Price Tickets 


(/%e ue NN 7 5 (Shown above in actual size) 
| ie ¢ Each 
| Footwear 

















Select any of these subjects by number 


Women’s 


No. 1 Vacation styles 
No. 2 Strap slippers 


No. 8 Prints No. 9 Warm weather shades 


No. 4 Whites 


No. 10 Broken sizes 
: Men's No. 11 Business built on value 
No. 5 Summer weights No. 12 Sport shoes 
No. 6 Oxfords No. 7 Fitting 


No. 8 Play shoes 


Any prices wanted 


$1 to $22.50 
P ostage prepaid 6-doz. assorted $1.10 
Immediate delivery =— 


12 each of 6 different prices 


NOTE—Orders not accepted in 85c 
towns to which we deliver our ——_= 
full year (monthly) service. 12 of one price, 15¢ 


Cash or stamps with order 








COUPON 


BOOT & SHOE RECORDER, 
189 W. Madison St., Chicago, IIl. 


Children’s 
Hosiery 


General 








Proof of the Puddin’”’ 


From a Pennsylvania merchant: 


“Just received your June service and beg to 
say that these are the prettiest cards I ever 
saw. I am well pleased with the service and 
the way the cards are made up and have had 
a lot of people comment on the pretty window 
displays. There is only one secret, the cards.” 


MERCHANTS SERVICE DEPT. 
BOOT AND SHOE RECORDER 


189 W. Madison St. 


Please enter our order for the Recorder “Selling Mes- 
sages" card service No. — for one year, consisting 
of cards each month, and 4 polychrome art easels 
or art card holders, with the first month's service, 
beginning with cards for August, for which we will pay 
$ per year, payable $ per month. 


Option for cash in advance full year’s service:— 
Recorder Stock Record Book, or 5% discount. 


We sell Men's, Women's, Children's shoes, buckles and 
hosiery. (Cross out lines not carried.) 


We prefer:—Card holders, or art easels (gold) (silver). 
Place following initials on easels (not more than two) 
Store name on card holders 


Printed Price Tickets:— 


o— o— s— s— s— s— 8— §— 


CHICAGO 
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(Aug. 18th issue) 
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Its Publications Broadly . . 

Cover the Following ESOURCES of the United Publishers 
Industries and Corporation extend to every corner of 
Trades the world. 

Aut ti ; , . , 
pe When necessity for information arises, the 
Automobile Trade Journal U. P. C. is amply provided with means to 
Motor Age s 

Motor World Wholesale secure it. 






Operation & Maintenance sw — ° P ‘ 
Commercial Car Journal This is a condition which could not exist in 


Chilton Catalog & Directory : 
pec ag on Ralls gc the case, let us say, of a small manufacturer in 






















Siacieting a remote location—operating close to the limit 
seecet hee of his resources. 
araware ge atalog : P ; 
Jewelry ante Still the same manufacturer, in any of the in- 
Phan ig anne dustries and trades covered by United Publishers 
The Iron Age Corporation publications, may ask and receive 
Optical ‘ae his answer from his own U. P. C. unit. 
e Optical Journa - 4 
Petroleum It is service of this type that has helped make 
on Pull Maaeeclan leaders of the twenty-two U. P. C. publications 
Shoe —and has helped establish the fact of their 
By Shoe Recorder leadership throughout their various fields. 
extile ° ‘ ° ~ 
Dry Goods Besnomist The great vision of the United Publishers Cor- 
A ~<a. seca poration is at your personal disposal. 
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Pacific Coast Merchant 
Toys . 
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Distribution & Warehousing 
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_A. C. PEARSON 
Chairman of the Board of FRITZ J. FRANK c. A. MUSSELMAN F. C. STEVENS 
the U.P.C. President of the U.P.C. Vice-President of the U.P.C. Treasurer.of the U.P.C. 
President of the Textile President of the Iron Ag President of the Chilton President of the Federal 
Publishing Co., N. Y. C Publishing Co., N. Y. C. Class Journal Co., Phila. Printing Co., N. Y. C. 


Ss 


August 18, 1928 BOOT AND SHOE RECORDER 





a MERCIAL CAR JOURN A; 


f Published Monthly by 
Chilton Class Journal Co. 


N. W. Cor. Chestnut and 56th Sts. 
Philadelphia, Pa. 





BOOT AND SHOE RECORDER 


August 18, 1928 


—- 





WHERE TO BUY 
Men’s Shoes 





Ht 


Tus 





Pere 


9 Prerer 
M. A. PACKARD CO., 


ean... 


BOSTONIANS 
SHOES FOR MEN 
COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 








NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
N. ¥., U. 8. A. 
MEN'S FINE SHOES EXCLUSIVELY 

















Richards & Brennan Co., Randolph, Mass. 








WOWEST ALL 


50 STYLES IN STOCK 


EMERSON SHOE MFG. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


reall 


ASSURED 


KUMFORT-ARCH SHOE 


MADE EXCLUSIVELY BY Tet 
EMERSON SHOE MFG CO 
ROCKLAND, MASS. 


co. 























Shoe Market News 


in the Boot and Shoe Recorder 
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EVERY WEEK 





Tariff Bureau 
Formed By Lynn 
Business Men 


Chamber of Commerce Back- 
ing Move By Shoe Manu- 
facturers 


LYNN, Mass.—A tariff bureau, to 
work for a duty on shoes, will be es- 
tablished by Lynn manufacturers. W. 
B. Burdett, of the Burdett Shoe Co., 
chairman of the tariff committee of the 
Lynn Chamber of Commerce, is a 
leader in the proposition. 

The Lynn chamber has figures show- 
ing that imports of women’s shoes have 
increased from 115,119 pairs in 1923 
to 1,195,344 pairs for the first six 
months of this year. If imports con- 
tinue at the present rate, then the total 
will be twenty times as great as in 
1923. , 

It is the women’s trade that feels the 
imports most. Only 166,968 pairs of 
men’s shoes were brought in during 
the first half of this year. The amount 
is not large enough to worry makers 
of men’s shoes. So the manufacturers 
of women’s shoes will have to carry on 
the tariff fight. 

The figures of the Lynn chamber 
show that wages abroad are from $9 
to $12 a week, while wages in women’s 








factories of this country are from $20 


a week up. 
The Lynn tariff bureau. when formed 





will cooperate with the National Tariff 
Bureau of the Shoe Trade, which has 


been formed, with headquarters in| 


New York. 


Cincinnati Factories 
Running at Capacity 


CINCINNATI, OHIO.—Business in gen- 
eral is on the pick-up and the shoe in- 
dustry seems to be in a very healthy 
condition. Retail merchants report 
sales a little above normal, and every 
shoe factory of any consequence in 
this section has been running at capac- 
ity for the past eight or ten weeks. 
Salesmen in territories continue to send 
in nice orders for Fall footwear. One 
large producer of different grades of 
footwear stated that the better grades 
are preferred and that merchants in 
practically all parts of the countrv 
seem to be in the market for good- 
quality footwear. Orders on hand at 
most local factories are sufficiently 
large to insure an uninterrupted run 
for several weeks, while one or two 
plants are sold up to Nov. 1. 





Brown constitutes from 20 per cent to 
80 per cent of orders coming in at pres- 


ent, with kid first and calf second, 
Some business is being done on brown 
suede, and this material is very pop. 
ular when used with kid or calf of the 
same color in making up combinations, 

Black continues the big volume seller, 
but patent has dropped off consider. 
ably. This is due in part to the popv- 
larity of dark blue kid and _ black 
suede. One manufacturer reports a 
nice volume of orders coming in for 
velvets, some colored but mostly black. 
Black and brown reptiles are a little 
more active than they were earlier and 
a fairly nice amount of business is be- 
ing done on mat goat. 

Strap effects are the leaders, and 
pumps are popular. Ties and oxfords 
are in conservative demand, being 
bought in small quantities. In the bet- 
ter grades of footwear, popular heel 
heights are 16/8 to 18/8 and the ten- 
dency is toward sti!l lower heels. The 
width of the Cuban seems to be pre- 
ferred and leather heels are more in 
demand than they have been for sey- 
eral seasons. 

July showed a gain over the same 
month of last year, and August started 
off even better with substantial in- 
creases in orders and_ shipments, 
Credit conditions are normal and col- 
lections are fair in most sections of the 
country. 


Haverhill Survey Is 


Resumed by Government 


HAVERHILL, Mass.—The Department 
of Labor Statistics, Washington, )). C., 
this week resumed its special survey of 
the local shoe and leather industry, be- 
gun in April, and later suspended to 
await resumption of normal produc- 
tion. 

Business has revived sufficiently to 
allow accurate factory studies, and 
P. L. Jones of the Department of Com- 
merce, with a staff of investigators, is 
now in the industry compiling infor- 
mation. The special survey is at the 
request of the Haverhill Shoe Manv- 
facturers’ Association and the Shoe 
Workers’ Protective Union and will 
augment the department’s regular two- 
year survey of all shoe and leather 
centers. 


Avon Sole Co. Plans 
Addition to Factory 


Avon, Mass.—The Avon Sole (o. has 
awarded a contract for a two-story ad- 
dition to its plant -here to Harry °. 
Briggs. The new ell will be 100 by # 
feet, two stories in height, and when 
completed will be used for a “rubber 
room to allow for expansion of other 
departments now so crowded by Il 
creased business as to inconvenience 
production. 
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Continued Activity in 
Haverhill Factories 


HAVERHILL, Mass.—Haverhill plants 
are generally active, but the larger 
plants report difficulty in reaching de- 
sired output because of unavoidable 
delays in the cutting and stitching de- 
partments caused by inability to get 
desired leathers, or because of the 
fancy shoes congesting the fitting 
rooms. Several manufacturers have 
been heard to comment that despite 
additions to machinery and working 
personnel their factories are not reach- 
ing the daily output formerly attained. 
The larger factories in particular are 
not showing the volume of production 
expected. 

The McKay piants hold a substantial 
lead over the turn units in the local 
industry and the run which began 
early in July continues unchecked. The 
general state of the industry is very 
favorable at this time and shoe men 
are optimistic. 

A variety of leathers are being pop- 
ularized in local lines. Browns and 
blacks are running strong for Fall, 
with blacks commanding a safe lead 
and, in several instances, constituting 
the entire factory output. Black pat- 
ent, gunmetal kid, ooze calf and satin 
and occasional velvets speak for the 
blacks; while brown ooze calf, suede, 
and kid sustain the browns. Some col- 
ored kid holds up, also gold and silver 
kid for evening wear. Some colored 
suedes and velvets, too, are being made 
for evening slippers. The smart pump 
patterns and narrow strap effects, as 
predicted, are heading the new Fall 
and Winter shoe styles. 


Agriculture Healthy 
In the Middle West 


St. Louis, Mo.—Business in the 
wholesale district has been holding well 
although all houses are complaining 
with regard to orders. Shipments have 
not only held their own during the past 
month but, in most cases, have made a 
nice gain over the same period of a 
year ago. It is not shipments that are 
causing concern, but the falling off in 
orders which, during the past few 
weeks, have run slightly under the 
same ‘figures of a year ago. Two of 
the largest houses in the district re- 
ported their orders under those of a 
year ago. 

There is no disposition on the part 
of the big houses to be pessimistic, 
however, and it is felt that this con- 
dition is merely a temporary lull in 
the upswing. In fact, some sections 
have already started to show activity, 
and it is predicted that as soon as the 
prosverity of the farmer is reflected in 
retail stores, business will leap for- 
ward. 

Practically every agricultural sec- 
tion in the trade territorv of this mar- 
ket has been reported as better than in 
some seasons. 

Reports from salesmen would indicate 
that merchants have cleaned up their 
stocks and no frozen merchandise re- 
mains at this time to prevent buying of 
fall footwear. Specialty factories are 
Tteported as being unusually busy with 
vlenty of cutting ahead to assure big 
business for the rest of the season. 








Good Conditions Are 


Reported in Baltimore 


BALTIMORE, Mp. (UTPS).— Trade 
conditions in the larger of this city’s 
shoe factories and retail stores are re- 
ported Manufacturers report 
that their plants are being operated on 
full time and that a large number of 
future orders are now being received 
by them. 

A representative of the Muskin Shoe 
Company reported that conditions at 
the company’s plant on East Oliver 
Street at the present time were excep- 
tionally good and that the workmen 
were on a full time basis. The com- 
pany, he said, was now in possession 
of a large number of future orders, 
and that collections were good. 

J. Newtown Seitz, head of the shoe 
company which bears his name, with 
a large plant at 117 South Paca Street. 
also reports business conditions as very 
good. This company, however, only 
makes children’s shoes, selling them to 
the trade in the North, especially in 
New York, Brooklyn and New Jersey. 


M. A. Packard Co. Shows 


Gain in Foreign Trade 


BROCKTON, Mass.—John S. Kent, 
president of the M. A. Packard Co., 
will sail for Europe Sept. 21 on a trip 
primarily for business, but he is plan- 
ning his itinerary so that he will have 
some traveling and sight-seeing to give 
diversion to his errand. Mrs. Kent and 
their daughter, Miss Susan Kent, will 
accompany him. 

The Packard company has been in- 
creasing its business in Europe grad- 
ually for some years, and particularly 
in England, where the company main- 
tains a sales manager in London. It is 
to check up present business and make 
plans for further extensions which 
takes Mr. Kent abroad. The Kents 
will visit England, France, Germany, 
Czecho-Slovakia and Austria, in all of 
which countries the company hopes to 
establish sales agencies. They expect 
to be gone about eight weeks. 


E. F. Carpenter Dies 


CHICAGO, ILL.—Edward F. Carpen- 
ter, veteran Chicago shoe wholesaler, 
died in an Evanston hospital last week 
following an operation. He was seventy- 


five years old, having been actively | 
identified with the distribution of shoes | 


since 1882. He was prominently iden- 
tified with The Holland Shoe Co., and 
for many years conducted the shoe 
jobbing establishment of Guthmann, 
Carpenter & Telling. He is survived 


by his widow and four children, includ- | 
ing a son, Kenneth Carpenter, well | 


known in the Chicago shoe field. 


Waugh with Fitzgibbons 


WHITMAN, Mass.—Henry E. Waugh, 
who concluded his duties Aug. 1 as 
superintendent of the Commonwealth 
Shoe & Leather Co. of Whitman, has 


become associated with the E. P. Fitz- | 


gibbons & Son, leather dealers, of this 
town. Mr. Waugh has had many years 
of experience in leather buying and his 
experience in the trade makes him a 
valuable man for the leather concern. 
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WHERE TO BUY 
Men’s Shoes 


i STEADY PROFITABLE 
BUSINESS IS WANTED,SELL- 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 
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Men’s All Leather House Slippers 


HAND TURNED— 
IN STOCK 
Romecos — Operas 


Everetts 
Golden Brown Kid 
—8 Iron Sole— 


Bend samples. 
ROTH 2 ROSENGLNG SHOE CO. 








M 
124 N. 3rd St., Philadelphia 














PARISTYLE FooTwens MFG. CO., INC. 
Fact and — —_ ~ 

40-46 West 2 25th St., New York 
= yoy TURN M and D’ORSAYS 
Brocades and Fancy Patterns 


Se 











Two Strap Sandal 
“Hand Turned” 


c 
No, 3-2 at $2.35 
MORAN-HERMANN- 








MeMANUS, INC. 
A Maine 
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WHERE TO BUY 


Women’s Novelties 





In Stock $3 te % =6The Right Idea 
sellers. 

Sell your’ trade 
styles that look 
like more expen- 
sive ones at low 
prices. 

We have them for 


you. 
Send for circular. 


Samuel Cohen 
Shoe Co. 
72 Lincoln St., Boston, Masa. 

















WHERE TO BUY 
Ballet Slippers 





BALLET SLIPPERS— IN STOCK 

of the unusual kind 

8102 Bik. Kid Hand Tura 
Seft T 


Child’s 6 te 1i1—$1.35 

Misses 11% te 2— 1.40 

Women’s 2'% te 6—1.45 
Alse Hard 


SCHWARTZ & HERDER, Inc. 
Specialties: im Ballet Manufa 


eture 
No. tith St., Philadelphia, Pa. 














BROOKS’ BALLET 
SLIPPERS 


IN STOCK 


Made on 
Right and 
Left Lasts 


No. 600—Black Kid 
Misses’ Childs’ 
$1.40 


Women’s 
$1.45 $1.35 


White Kid—30c. extra 
BROOKS SHOE MFG. COMPANY 
1725 No. 6th St., Philadelphia, Pa. 
Western Distrinesi"s Branch 
1162 So. Hill St., 

Los Angeles, Calif. 








Li 


Rights and Lefts 
Two Grades 


Wos. Miss. Ohi. 

$1.50 $1.45 $1.40 

1.86 1.80 1.25 
In Stock 


wm. 
SUMNER 
SMITH 





325 West Monroe Chicago, Ill 








Im Stock Black Bal- 
let Slippers 
Ladies’ $1.25 pr. 
Misses’ $1.20 pr. 
Childs’ $1.15 pr. 


BLOG SHOE CO., INO. 
147 Duane st., 
New York, N. Y. 
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Fall Orders 
Continue in 
Good Volume 


Interesting Style Develop- 
ments Seen in Higher 
Grades 


LYNN, Mass.—Business continues in 
good volume here, the bulk of it being 
on the popular grades, and the most 
interesting development being in the 
fine lines. New step-in models are 
presented as the smartest shoes for 
September. Among them are a new 
wide one-strap pump, with center gore 
and center ornament, pumps with gores 
in the throat and buckles over the 
gores, and ties with gores in the throat 
and laces on the side. Some of the 
gore pumps present ingenious combina- 
tions of tongue and buckle effects, as 
for instance a tongue of reptile and 
a buckle to adorn it. A pattern for 
a step-in boot with a gore in its throat 
and a strap fastening for its top has 
been accepted by one firm, but that is 
for later development. 

The new crystal ornaments, some 
clear, some as black as jet, and some in 
colors, are as vivid decorations for 
shoes as have been seen. The clear 
ones reflect the color of the vamp. 

New dark blue and dark green suede 
and kid leathers have appeared. Tan- 
ners say these colors are among the 
hardest to make just right. Browns 
are of new richness. Black shoes con- 
tinue to make up 60 per cent or more 
of Lynn’s production. Patent continues 
the leading black. Black lizard skins 
are used for vamps, and for trimmings, 
often in combination with black suede. 

The power of the color is an import- 
ant factor in the style of the shoes, 
for one leather may be shined up like 
polished plate glass, while another may 
be dulled down as black as midnight. 
The color may be the same by name 
but it is of different power according 
to its luster or lack thereof. 


Jarman Doubles Capital 


NASHVILLE, TENN. (UTPS) — The 
Jarman Shoe Co., now under construc- 
tion at Main and Fifth Streets, re- 
cently filed for record an amendment 
to its charter doubling the amount of 
capital stock, both common and pre- 
ferred. 

At present there are 2,000 of each 
type of shares, and the amendment 
asked for an increase of each to 4,000 
shares. Preferred stock is issued in 
$100 shares while the common stock has 
no par value. 

The new factory under construction 
is estimated to have a double business 
capacity over the old plant, and now 
the Jarman Shoe Co. ranks as the 
largest shoe factory in the entire South. 


Mrs. Duttenhofer Dead 


CINCINNATI, OHIO—Mrs. Stanley 
Duttenhofer, wife of the head of the 
Stanley Duttenhofer Shoe Company, 
died Aug, 11, in the Bethesda Hospital 
here after a prolonged illness. Funeral 
services were held Tuesday of .this 
week in the St. Francis Desailles 
Church. 





G. B. Hendrick to Manage 
the Footwear Guild, Inc. 


BosTon.—The appointment of George 
B. Hendrick as managing director of 
Footwear Guild, Inc., the million dol- 
lar company formed to help boot and 
shoe manufacturers sell and merchan- 
dise their product more effectively, is 
announced by The Sherman Corpora- 
tion, general managers of the Guild. 
Mr. Hendrick has been first vice-presi- 
dent of the Lewis A. Crossett Com- 
pany, director of the W. L. Douglas 
Shoe Company in charge of sales, as- 
sistant salesmanager of the Fisk Tire 
Company, prior to which he was in 
newspaper and advertising work. 


GEORGE B. HENDRICK 


Managing Director of Footwear 
Guild, Inc. 


“Close contact with present-day sell- 
ing problems,” says Mr. Hendrick, “con- 
vinces one that cooperative distributive 
developments such as Footwear Guild, 
adequately financed and soundly man- 
aged, mean the way out for the inde- 
pendent retailer, not only of shoes but 
of other products, as well as the solu- 
tion of many of the manufacturer's 
problems. 

“Distribution will never be through 
multiple-unit stores exclusively. The 
independent must capitalize his per- 
sonality and identity with the life of a 
community intelligently. He can make 
his position impregnable if he then 
keeps up with the trends of the times 
and applies well-informed purchasing, 
selling, advertising and management 
methods to his business.” 


Shoe Pictures Taxed 


Boston, Mass.—A Boston designer 
had forty drawings of new style shoes 
come from Paris, and to his amazement 
the customs officials at New York de- 
clared them to be works of art, and as 
such appraised them at $5 each, and 
levied a duty of 20 per cent on them. 
The pattern man was peeved. He can 
bring in all the shoes that he pleases 
free of duty. But pictures of shoes 
are taxed. 
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Putting Style Into Music 


Harry Wiechman’s Entertainers supplied the music and enter- 
tainment at the Cincinnati Shoe and Leather Club Picnic which was 


recently held at Tom Cody’s Farm in the Kentucky Hills. 


Each 


member of Harry’s Orchestra is employed in the Designing Depart- 
ment of The Wiechman Pattern Company. 





C. M. Searl New Head 
of Vulcan Last Corp. 


PORTSMOUTH, OHIO (UTPS)—The 
reorganization of the board of directors 
of the Vulcan Last Corporation, fol- 
lowing the death of William J. Burke, 
its founder and president, recently took 
place at a special meeting held in Cin- 
cinnati. The new board of directors 
consists of C. M. Searl, Portsmouth; 
C. A. Holloway, Effingham, IIl.; C. E. 
Dowling, Portsmouth; Cecil Dixon, 
Chicago; J. R. Edwards, Cincinnati; 
Edward Love, H. D. Campbell and W. 
K. Petigrue, New York; W. L. Belcher, 
St. Louis; F. E. Knott, Antigo, Wis.; 
R. P. Morrison, Johnson City, N. Y., 
and W. G. Mattern Portsmouth. 

The meeting resulted in the dissolu- 
tion of the Vulcan Last Co., and sev- 
eral subsidiaries, all of the interests 
being merged into the Vulcan Last Cor- 
poration. A total of two and a half 
million of preferred stock was turned 
over to the new corporation, and it is 
ready to go on with the operation of the 
Vulcan interests, along the same lines 
as carried out so successfully by the 
late Mr. Burke. 

C. M.~Searl was named president; 
C. A. Holloway, vice-president, and C. 
E. Dowling, secretary-treasurer. 


J. L. Libbey & Sen 
Now 75 Years of Age 


LYNN, Mass.—J. L. Libbey & Son 
have been cutting soles for 75 years. 
Three generations, so far, have been in 
the business. Walter L. Libbey, its 
present head, has been handling cut 
soles for 50 years. Now he is giving 
some time to banking, and his son, 
Walter S. Libbey, is in the business. 

When the Libbeys started. most all 
shoes were made by hand, and all soles 
Were cut by hand. The West was 





known as a farming region and had 
not begun to develop its amazing man- 
ufacturing business. Soles, even for 
women’s shoes, were made of hard 
leather, like red hemlock, and often 
they were fastened to shoes with nails 
or pegs. Some of them were built to 
wear like iron. They had two thick 
soles. 

Now there are fifty and more grades, 
and practically all women’s shoes have 
light and flexible soles. 


New Last Co. Formed 


CINCINNATI, OHIO (UTPS)—Papers 
have been filed with the Secretary of 
State chartering the Morton Last Co., 
of this city, with an authorized capital 
of 2000 shares, divided into 500 shares 
of 6 per cent cumulative preferred and 
1500 shares of common stock, for the 
purpose of manufacturing and dealing 
in all kinds of lasts for boots and 
shoes, shoe trees and stretchers. In- 
corporators of the company are Charles 
P. Morton, Karl R. Morton and Charles 
H. Urban. 


Many Factory Outings 


HAVERHILL, Mass.—The shoe factor- 
ies of the city during this month are 
holding their annual outings, employers 
and employees uniting in a day’s sport 
at the beaches and nearby resorts. On 
Saturday, Aug. 4, the Clinton Shoe 
Co., held its outing at Canobie Lake 
Park, Salem, N. H., with over 100 
employees executives, and heads of the 
firm present. Field and water sports 
featured the day’s activities, with valu- 
able prizes awarded winners in each 
event. On Saturday, Aug. 12, the 
crews of the Roberts Shoe Co., held 
their annual picnic at Island Park, 


Methuen, N. H., with an elaborate | 


program of fun and feasting. 
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WHERE TO BUY 
Shoe Buckles & Fabrics 
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BEADED-R.HINESTONE 
3 West 20th St., New York 
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WHERE TO BUY 
Standard Shoe Materials 





The One 
Waterproof 


CREESE & COOK CO. 
Tanneries at Danversport, 95 Seuth St., Besten, Mase. 














West Virginia 


The high reputation of its users 
is significant of its merit. 
Puly- Product Department 
West Virginia Pulp & Paper Company 
Chicago 


New York 





Detroit 
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WHERE TO BUY 
Children’s Shoes 








“ELAM’’ 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO. 
Reston Office: Statler Bldg, Room S32 














WHERE TO BUY 
Slipper Supplies 








POMPOMS AND ROSETTES 
The right merchandise at the prise. 











sent 
¥-¢ SLIPPER SUPPLY Co. 
Broadway N York Oity 
hl Ml i il 





WHERE TO BUY 


Store Fixtures 
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HAVE YOU A COPY OF THE 

| NEW GOODWIN CATALOG 
|} of SHOE TORE FIXTURES 
|} and STORE INSTALLATIONS 


| 
C. L. GOODWIN & CO... 1 
Wor MI 















Many Thefts from 
Outside Show Cases 


CoLuMBus, OHIO (UTPS).—C. E. 
Dittmer, secretary of the Ohio Valley 
hKtetail Shoe Dealers Association, calls 
attention to numerous thefts from out- 
side show cases by sneak thieves. 
Often the locks to the cases are frail 
and can easily be picked. He urges 
merchants having such cases to exam- 
ine the locks and, if they are not 
strong, to provide new fastenings. 
Many losses of this character have been 
reported recently. 





Repairing in the Window 


SAN FRANCISCO, CAL. (UTPS)— 
There is at least a solid thirty-two 
years of experience in favor of Mr. 
Gerlach’s argument that if a jeweler 
sells watches and also repairs them, a 
shoe store should not turn up its nose 
on the shoe repair end of the business. 
In fact, at his very attractive 543 Mar- 
ket Street establishment, established in 
1896, Mr. Gerlach has placed his white- 
haired shoe repairman right behind the 
window display itself, so that the re- 
pairman repairs shoes the livelong day 
in full view of the sidewalk. 





N. B. Holden Closing Out 


CHICAGO, ILL.—One of the best known 
retail shoe stores of the Central West 
is passing out of the business picture 
at this time with the liquidation of N. 
B. Holden, Inc., 231 South State Street, 
Chicago, where the $400,000 shoe stock 
is being merchandised by a Grand 
Rapids Mich., specialist in the disposal 
of merchandise stocks. 

The Holden store has been promin- 
ent in the shoe business for fully sixty 
years and occupied the same location 
for some forty years. The Chicago 
fire in 1871 destroyed the premises and 
in 1907 the store was again razed by 
the flames. The founder died in 1909. 
Since his death the business has been 
in the hands of his estate. It is 
expected that the big stock of shoes 
on hand will be sold and the premises 
vacated by October first. 





National Calfskin Co. 
Adds New Beam House 


PEABODY, MAss.—Peabody, the world’s 
largest leather center, now can lay 
claim to having the most up-to-date 
and best equipped beam-house of any 
leather center, with the completion at 
hand of the new structure at the Na- 
tional Calfskin Co. plan. During the 
entire period of construction not a day 
has been lost in the plant production, 
the work being done as usual while the 
contractors pushed along their job. 

There are 68 lime pits and 24 soak 
pits built of concrete in one end of the 
plant, and the skins are exchanged 
from one to another pit by means of an 
overhead monorail carrier system. 


S. S. Walman Transferred 


Fort WortH, Tex. (UTPS)—S. S. 
Walman, manager of the Stanley Shop, 
505 Houston Street, here, has been 
transferred to the Slipper Shop in Dal- 
las at 1410 Elm Street, where he will 
buy for the six allied stores. John 
Diggs, assistant manager, succeeds 
ee as manager of the Stanley Shop 
ere. 


New Dollar Day Idea 


CANTON, OHIO (UTPS)—Not to be 
outdone by other Canton merchants in 
observance of semi-annual Dollar Day, 
L. G. Miller, manager of the Canton 
store of the Petot Shoe Company, 
worked up a plan whereby his store 
was able to participate. Miller con- 
ceived the idea of taking $1 off the 
price of every pair of shoes sold on that 
particular day, in place’ of offering 
merchandise at $1. At noon on dollar 
day, his sales had more than doubled 
any previous day of the past six 
months, and at the close of business, 
had more than tripled ordinary sales. 
The dollar reduction was good for one 
day only. 


To Manage W aco Store 


DALLAS, TEX. (UTPS)—John Jenico, 
of the Slipper Shop, 1410 Elm Street, 
will take charge of the new Slipper 
Shop at Waco. 











at Thompson’s Grove, Wilmington, Mass. 


The fourth annual outing of the employes of the Green Shoe Manufacturing Company, of Boston, was held recently 
Included in the program were races and a ball game between two picked 


Way Out In Wilmington, Mass. 






teams of men, and shorter races, ending in a tug of war, participated in by the women. There also was a prize waltz, 


the winners of which received a $10 gold piece. 


C. Slosberg was chairman of the general committee. 


The men’s sports 


committee consisted of Thomas Hogan, chairman; Peter Bauman, James Ciprianni, William Grenier and Louis Lagone. 


The ladies’ sport committee consisted of C. Lesage, Anna Beal and Esther Levin. 
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AMELIA 
Patent-——Kaffor Kid Trim 
Baby Louis Heel—AA-C 

$4.25 


VIOLA 
Patent—Black Lizard Calf 
Trim 
Java Brown Kid—Brown 
Lizard Calf Trim 
Spike and Cuban A-C 


$3.85 


In Style — In Stock! 


SALLY 


Patent Vamp, 
Black Herringbone Quarter 
Golden Brown Kid Vamp 
Brown Herringbone, Qtr. 
Baby Louis Heel 


$3.50 


DORIS 
Patent Leather 
20/8 Spike Heel—A-C 
83.60 
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57 Lincoln St. 


Boston, Mass. 
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The Boudoir 
Question 


is easily and correctly answered 
by stocking the old, reliable 
Greeley line. In black or colors 

—with leather or rubber 


IN heels. Your jobber will 
STOCK supply — or you may 


write to us. 
36 Pair Cases 


A. W. GREELEY 


ye 12 Duncan St. - 





Ba 





Haverhill, Mass. =< 








GROPING IN THE DARK 


supply just the data an advertiser needs. 

is dispelled and the bright light of verified facts takes 
its place. Space buyers no longer find it necessary to 
grope in the dark. 

There are no dark spots in the Boot and Shoe Recorder 
circulation. Our records are audited by the 
Bureau of Circulati 











THE JODHPUR 


A RIDING BOOT AS 
ORIGINATED IN INDIA 


It has devel- 
oped a great 
vogue with 
really smart 
people. Ours 
are English 
made—directly 
imported and 
made of the 
highest grade 
English leather 
—by crafts- 
men schooled in the art of shoemaking. The 
Jodhpur represents the perfection of fit, style 
and quality. 


B 1788 


IN STOCK 
Tan Willow—Black Calf 
Priced from $7.50 


For Men and Women 


COLT CROMWELL CO., Inc. 


1239 Broadway New York City 


Catalog of imported riding, field and hunting boots, 
riding accessories and puttees upon request. 
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Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 80 Federal Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 
POSITIONS WANTED When advertisers desire answers to come in our care 
4c per word. Minimum Charge 75c. twelve words must be allowed for address. When ad- 
LINES WANTED vertisers desires replies forwarded direct to their address 
4c per word. Minimum Charge 75c. each word of their address must be counted in the ad- 


ALL OTHERS vertisement and paid for accordingly. 


7c per word. Minimum Charge $1.25 
ALL DISPLAY SPACE Payment in advance is required, except when regular 


Five dollars per inch. Allow 45 words to an inch advertisers, as amounts are too small to open accounts. 


























SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 





miss: 








GOOD TERRITORIES OPEN Salesmen Wanted 
A manufacturing house producing a striking well styled line and a, 1 Lc ee SOM — 
well known of stitchdowns and popular priced welts for children YORK, MINNESOTA, WISCON 


and carrying them in stock—and that means really ready for ship- SIN, to carry as a side line th 
ment—can place the line with a few good men—commission basis ee line of __ IN-STOCK 
with semi-monthly settlement. Address stating qualifications and STYLED CORRECTIVE = Mc- 
: KAY ARCH SHOES priced a 
territory covered—Address D-632 care Boot & Shoe Recorder, $2.85 and $3.85. Liberal commis 
214 South 12th St., Philadelphia, Pa. sion basis. Good opportunitly for 
big earnings. When applying state 

exact territory you cover. 








SHOE SALESMAN WANTED | Regie Se Se... 


A real salesman, young and aggressive, as a specialty man on our young 
women’s sport and light edge goodyear welts. Sport soles, leather heels, wood 
heels. This line will not include our Misses’ and Children’s shoes. To work WANTED 
the larger cities in Wisconsin, Michigan and Minnesota with the exception of . 
St. Paul and Minneapolis. Shoe Salesmen who are looking 

nag _ line of our fastest numbers. About 40 samples of new and for a real opportunity in the shoe 
popular leathers. : . ¥en 

Make ups only. Deliveries three to five weeks. Retail $5.50 to $7.00. industry. Remuneration based 

This is veer. gr By gm for . who now carries a line of strictly on commission in an ex- 
young men’s footwear and who can carry our line in connection. clusive territory. Valuable terri- 

missi but id i 1 -fi - . } 
coal danentaone sion but paid in full on all bona-fide orders accepted by our tories open in all States. Hundreds 

Write us in confidence giving us full information regarding yourself and of inquiries coming in, assure im- 
whether a not you will carry this line with 2 non-conflicting line. New mediate sales. Advise in first let- 
samples forwarded each month. rite fully in first letter giving age and all . . ‘ ‘ 
other information that will be*of interest to us. ” ter, age, territory you cover and 

three business references. Send 


THE JUVENILE SHOE CORPORATION, AURORA, MO. post card photo. Advise whether 
you will devote full time or handle 
Cahill Cartons as side line. 


Cahill Carton Com 
WANTED WANTED Harrisburg, atc «tad 


Experienced salesman to handle on A high-class salesman traveling by Auto to 
os ——. ee a line < a carry a pattonally advertised line of MEN’S 
elt c upports comprising y AND BOYS’ WELTS in the State of INDIANA. E have three li i 
styles carried in stock. poy en a eS ee W a sideline Pry ty 44 ‘3 
Territory open—Detroit and vicinity. cellent opportunity. References soeuibed. aoa ¢ lnsge — a 4 4 
THE TILL SHOE COMPANY Address D-643, care Boot & Shoe Recorder, Applicants must sybmit r-~ cos ith “th ‘. 
Owego, New York 80 Federal St., Boston, Mass. first letter. Adétoes D-589, care Boot roe 
= Recorder, 189 W. Madison St., Chicago, 






































SALESMEN WANTED ALESMAN WANTED FOR CHICAGO 
Men who have established connection of Resident Salesmen @ man we seek is now carrying, and has 
carried for several seasons the same reputable 


long standing with known adult lines wanted é ) 
to carry our standardized, instock, high grade calling on department store and better line of either men’s or women’s shoes to the 


children’s welts as a side line for the follow- retail trade for Atlanta, New Orleans, volume (case lot) trade. We want this man 
territory : West of Hudson, St. Louis, Chicago, San Francisco, and to carry our line of infants’, childs’ and misses’, 


ing : New_York 

Pennsylvania, Ohio, Illinois and middle west. Dallas for exceptional and complete line and men’s stitchdowns as a si * ‘ 

hort shed proposi dening side line. Our 
line, estabit D tion, wi of slippers on commission basis. proposition is a strong line of shoes, with prices 
DURKEE SHOE CO. Regent Shoe Corp., 627 Broad- to get business, and quality and wervice to hold 


its selling field. 
way, New York City, N. Y. it after it has once been obtained. ‘ 
strictly a commission proposition and_ will 

Geretere interest only a seems producers. 
e ‘i rite up giving name of line you are now 
SALESMEN WANTED—We have an open- SALESMEN with established trade who can carrying and length of time you have carried 
ing in several states to carry ladies’ medium produce. Territory open—Missouri, Kansas, it, also name of two parties to whom we may 
price novelty shoes in stock, as a side line on part of Iowa. Well known manufacturer’s line refer as to your character and ability. Ad- 
a strictly commission basis, for Mississippi, of boys’ and girls’ shoes. In-stock proposition dress D-644, care Boot and Shoe Recorder, 80 
Kentucky, Iowa, Indiana, Ark Chicago branch. Prefer salesmen who live on Federal St., Boston, Mass. 
and Texas. Applicants must submit references territory and cover same by auto. Straight 
with their first letter. Address D-645, care commission basis. Apply by letter with refer- SALESMAN WANTED for -all_of_ Brooklyn 
and Long Island. Apply to G. P. Crafts Co., 


Boot and Shoe Recorder, 1627 Locust St., St. ences. A. G. Walton & Co., Inc., 307-315 W. 
Louis@Mo. - rc | Monroe St., Chicagé, IIl. inc., 160 Duane Street, New York City. N. Y 


Stoneham, Mass. 
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SALESMEN WANTED 








BUSINESS OPPORTUNITY 


WANTED TO PURCHASE 











TEXAS. Oklahoma, Middle West, M 
States, California—open. Short, pretty, 

side line Turn First Steps all in stock. 7%. 
, ee first letter. Schuylkill Shoe Com- 


pany, Orwigsburg, Pa. 





SAL LESMEN wanted for fast selling line of 
infants’ and children’s Turns and Welt 
shoes. Main or Side line. State references and 
territory covered in first letter. Address D-618, 
care Boot and = Recorder, 239 West 39th 
St., New York, N. Y. 


YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any- 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency or 
soliciting. Address Stephenson Labora- 
tory, 21 Back Bay, Boston, Mass. 





RA8E OPPORTUNITY—We are changing 
epresentatives in the following states in 
which we have established trade: Ohio, Arkan- 
sas, Tennessee, Kentucky. Want men to carry 
our line of In-Stock leather house slippers as 
side line. Must live on territory and cover 
same close by auto. Give full particulars in 
first letter. No drawing account. Weekly set- 
tlements against orders received. Twenty men 
now successfully selling line. Easiest selling 
commodity in shoe game today. Maid-Rite 
Corp. (Manufacturers), 35 York St., Brooklyn, 
New York. 





CALESMEN wanted to represent snappiest 
in-stock line of Welts and McKays correc- 
tive arch shoes carried in all widths. Com- 
missions paid every two weeks. Reply to D-650, 
care Boot and Shoe Recorder, 80 Federal St., 
Boston, Mass. 








HELP WANTED 








WANTED—WORKING 
SALES MANAGER 


Well known Haverhill shoe manufacturer 
planning an In Stock Department of 
new process tackless arch supporting 
novelty shoes to retail at $5 wants to 
obtain the services of a working sales 
manager. Must be a young hustler, 
and familiar with the trade in New 
York State, Pennsylvania, and Ohio. 
Must work from factory and be able 
to get good men on a commission basis. 
Territories all over the country now 
open. Will have good Stock and Ad- 
vertising Departments to back up sales. 
Real opportunity and good future for 
one who wants to work. 

Box D-649, Boot and Shoe Re- 
corder, 8O Federal St., Boston, 
Mass. 

















FOR SALE 


OR SALE—Will sell at bargain one United 

Shoe Machinery Splitting Machine Model 
“A””_One Sticker ed and one Drying 
Rack. Address: H. N. Cook Belting Company, 
San Francisco, ca. § 





OR SALE: Well established good paying 

Retail Shoe Business. Exclusive location 
Must be sold at once. Good reasons. Full 
details, write ALDERDYCE Realtor, Battle 
Creek, Michigan. 











BUYING SERVICE _ 








GROUP BUYING. Send for Details 


Complete Service and Catalog. Representatives Wanted 
102 ALBANY BLDG. BOSTON 











Sell Us Your Left Over 


New York Export Purcnasinc Corp. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 











It would be worth your while to get in 
touch with us before you sell any of 
your SURPLUS and DISCONTINUED 
LINES, as we have an extensive = 
and domestic outlet for almost anythin 
in footwear. 


KIRSCH-BLACHER CO., Inc. 


624 Broadway, New York, N. Y. 





___ MERCHANTS’ NEEDS 





Milbradt 
Ladders 


Made for 40 years 
by the original in- 
ventors. 

Made in all_ styles 
to suit any shelving 
conditions. 


Get our price before 
placing your order 


Milbradt 


Manufacturing Co. 











2416 No. 10th Street 
ST. LOUIS, MO. 








MERCHANTS’ NEEDS 





LINE WANTED 





TWELVE years selling shoes to best retailers 
in New York and New Jersey. Desires 
good line of shoes. Philip Berman, 1803 Union 
St, Brooklyn, N. Y. 





WANTED—For Indiana. A_ real line of 

shoes that has been favorably known in 
this state and has some established accounts 
here. Prefer St. Louis or Cincinnati factory 
line. Resident salesman here for a number 
of years of a nationally known line of foot- 
wear. Can assure the attention of the best 
accounts in this state and get results if the 
line merits it. Address D-646, care Boot and 
Shoe Recorder, 80 Federal St., Boston, Mass. 


ALESMAN, responsible, hustler, thoroughly 
experienced, desires line for Greater New 
York. Address D-647, care Boot and Shoe 
Recorder, 239 W. 39th St., New York, N. Y. 














FOR LEASE 


WHITE PLAINS AVENUE, corner 237th 
Street, Bronx, New York. Fine, large 

corner store to lease in a rapidly developing 

neighborhood where there is a crying need for 

’ popular-priced shoe shop. Also large store 
five-room apartment above it. Rent rea- 

sonable. Phone owner, Port Richmond 3794-J. 








ey 


POSITION WANTED 


SITION wanted by a reliable man, 41 
years of age, having had 25 years’ experi- 
ence in a wholesale shoe house, now liquidated. 
Capable of filling any position on the inside. 
D-648, care Boot and Shoe Recorder, 

% Federal St., Boston, Mass. 














SOME H-W chairs are in 

keeping with the most 
luxurious shoe store ap- 
pointments. The consult- 
ing service of our experts 


ike fi ld 


Baltimore, Md.; Boston, Mass.; Buffalo, 
N. Y.; Chicago, I insas City, Mo.; 
Los ioe Angeles, Cs ees Slif ner York, N.Y.; 

Philadelphia,Pa 3 St. Louis,Mo.; Port- 
Francisco, Calif 








DISPLAY 
FIXTURES 


OF EVERY 
DESCRIPTION 


Send for Catalog 
46 


493 SEVENTH AVE- NEW YORK 


estasuisnt® 


LABE LS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


¥49-27) LEXINGTON AVE., BRODKLYM. atv 
AMERICAS CREATEST 
SHOE CARTON & LABEL MGS 
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MERCHANTS’ NEEDS 





tm OSCAR ONKEN 


| IN WOOD ONLY, BUT IN PERIODS 


Ci 





1S" HIGH 
24° DEEP 





3 Good Patterns of Fittine Stools 
14 Lines of Window Display Fixture 


THe Oscar ONKEN Co. 


611 West 4th Street 
SPECIAL FIXTURES MADE FOR ADVERTISING PURPOSES 








WINDOW 
DISPLAY FIXTURES 


SEGALL SONS 


923 ARCH ST. 
PHILADELPHIA, PA. 





H. C. Keith Abroad 


BRocKTON, Mass.—President Harold 
C. Keith of the Geo. E. Keith Co., Mrs. 
Keith and their son Jean have arrived 
in England where he plans to start on 
a tour of Europe to check up on the 
Walk-Over interests abroad. Mr. Keith 
went to London direct where he in- 
spected the shops conducted by the 
Geo. E. Keith Co. Later he will visit 
other parts of England before going 
on to France. Mr. Keith also will visit 
the Walk-Over agent in Oslo, Norway, 
and will confer with Walter Baldwin, 
the company’s resident European sales- 
man. Other countries also will be 
visited before they return the latter 
part of October. 





New Line for White 


House, San Francisco 


San FRancisco, CAaL.—Harry Gib- 
son, manager and buyer of the shoe 
department of The White House, has 
opened a new department featuring 
$10.50 and $12.50 shoes. This section 
will be known as the Junior Miss de- 
partment and will merchandise foot- 
wear appealing to the younger set. 
Short vamps and high heels with a 
fast style appeal will be the outstand- 
ing types offered. 


Black Lizard for Fall 


INDIANAPOLIS, IND. (UTPS)—Black 
patent leather oxfords are quite popu- 
lar, says J. W. Hoffman in charge of 
the Barriemore shoe department at 
Selig’s, with every indication of black 
lizard becoming a favorite for early 
Fall wear. Women have grown tired 
of the high colors such as reds and 
greens, and black, in medium heels and 
toes, oxfords and straps, is in demand. 
Browns are being called for and sales 
of brown footwear are showing a 
gradual increase. Mr. Hoffman be- 
lieves that better shoes for women will 
constitute the bulk of the Fall business. 

Marott’s shoe store reports the big- 
gest business in their history on men’s, 
and young men’s sport shoes. 





Detroit Has New Store 


DETROIT, MicH. (UTPS)—Through 
en error it was recently reported that 
M. Diem, proprietor of Diem’s Boot 


Shop at 4834 Michigan Avenue for the | 
past three or four years, had bought | 


out the Family Shoe Store at 8807 
Michigan Avenue and would continue 
to operate it. The fact of the matter 
was that Mr. Diem took a lease on the 
building and established a new shoe 
business therein after the other dealer 
had moved out. 


Store Changes Hands 


ZANESVILLE, OHIO (UTPS)—The J. 
E. McHenry Shoe Co., of this city, has 
purchased the store in Parkersburg 
W. Va., formerly operated by Wesley 
Hull, under the name of the Hull Shoe 
Co. The store was operated by the 
widow of Mr. Hull, who died about 
eight months ago. The J. E. McHenry 
Shoe Co. also operates a store in Lan- 
caster, Ohio. 


New Store in Atlanta 


ATLANTA, GA. (UTPS)—The College 
Slipper Shop, Atlanta’s newest femi- 
nine. shoe store, opened its doors re- 
cently. The store, which is modern 
in every respect, is located on Alabama 
Street in the space formerly occupied 
by the Stewart Shoe Company. The 
shop has been completely redecorated. 
the color scheme being cream and 
lettuce green, and new furnishings and 
fixtures have been supplied. The store 
is controlled by the All America Shoe 
a interests and is in charge of J. 

oan. 
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MERCHANT NEEDS 
} Artistic 
Price and Sale 
Tickets 


Always something new. 
Samples mailed free on re- 
quest. State if large or 
small ticket is wanted and 





; the color. 


Emil Rublack 
140-142 West Broadway 
Established 1903 New York 
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The CAHILL CARTON 
THE CARTON THAT OPENS IN 
THE FRONT 
BEAUTIFUL COLORS 
ANY SIZE 
SHIPPED KNOCKED DOWN 


Write for Samples and Details 














Brophy Bros. to Move 
Back to Lynn Factory 


LYNN, Mass.—Brophy Bros. Shoe 
Co., who left Lynn for Boston some 
years ago, are to return to lynn, 
where they have leased space in the 
Realty Building at 268 Broad Street. 
Here they will make smart style shoes 
by the Littleway method, starting with 
a production of 750 pairs daily. 





Sandals for 1929 


Boston, Mass.—Representatives of 
at least six different shoe firms were I0 
Boston last week, looking for models 
for shoes for 1929. They came from 
several different sections, and repre- 
sented several different grades. Pattern 
makers were surprised at this early 
request for next year’s styles. They 
haven’t yet completed their work on 
Fall and Winter models. It was sandal 
types that the shoemakers wanted. 
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HE first flight in an aeroplane with a gas engine and 
propeller was made on December 17, 1903. This was 
the first of four flights made by the Wright brothers, the 
best of which was only 852 feet, covered in 59 seconds 
against a wind blowing 20 miles an hour. The machine 
weighed 745 pounds and carried a motor capable of 





4 developing 12 to 13 horse-power. This flight marked the 
ctory “ar ° = ° ; 
. if beginning of a new era in aviation. A skeptical public 
“ some did not know of these efforts until success finally arrived. 
~ = 
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ng with 


THE QUALITY BOX TOE 


United Shoe Machinery Citieetion 


BOSTON, MASSACHUSETTS 


The shoe illustrated was one of the 
style creations of 1903. Note the 
large worked eyelets, the ribbon 
laces and the elongated flat box toe. The 
style lines of the toe have changed 
considerably during the past 25 years. 
The modern box toe most faithfully 
reproduces the true lines of the last. 
Manufacturers have found that the 
best results are obtained with (elastic 
~The Quality Box Toe 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Right; not only “more” but “right”; sold 
for the right purpose, to the right wearer, in the right fitting, for the 


right price, at the right profit. 
shoe merchants. he chief purpose of 
is to help solve it; for this is the basic 


This is the great problem of the retail 


Tue Boor anv SHoE REcorDER 
problem upon which depends 


the progress of the entire allied industries relating to shoes and leather, 


their production and distribution 
In this Issue— 
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Next Week 


you will find 


in the 


Boot and Shoe 
Recorder 


5) WIXT girlhood and woman- 

hood, boyhood and manhood, is 
a battle-ground of sizes and widths. 
In this mid-region come many per- 
plexing problems, changes of style 
thought, etc. We hope to give a new 
slant to the service that can be ren- 
dered to the pleasure of the older- 
juvenile customer, and the profit of 
the store. 

This discussion will be led by 
Chester Herold of San Jose, who 
opens up with the following: “Have 
you ever stopped to think that a 
child can buy any article of wearing 
apparel for itself without fear of 
injury, excepting shoes?” This vital 
topic leads in our issue of Aug. 25, 


VERY store needs new tools for 

the work this Fall. People who 
work in shoe stores actually spend 
more of their waking hours in the 
store than they do at home. To make 
the store more attractive for them, 
as well as the customer, is to get the 
utmost in selling efficiency and cus- 
tomer appreciation. A great for- 
ward movement in refurnishing 
shoe stores is just ahead. 





BOOT AND SHOE RECORDER August 18, 1928 








ee a 
ae. 
al a 


HERE is a VULCO- UNIT 

Box TOE specifically de- 
signed for the correct shoe 
for any occasion — morning, 
afternoon or evening — for 

every hour of the day 


THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


BECKWITH MANUFACTURING COMPANY 
Largest Manufacturers of Box Goes in the World 


STATLER BUILDING, BOSTON 
Chicago, G. W. Kissy & Co. Se: Louis, Wright Guaman Co. Cincinnati, Geo. A. SPRINGMEIER 











